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Hearings on Rating 
In New York City 
On November 13-14 


Joint Legislative Committee _ to 
Conduct Discussion of Regulation 
of Rate Making in New York 


DINEEN IS FIRST WITNESS 





Company Executives Will Be In- 
vited to Explain Procedures Used 
by Them in Arriving at Rates 





The New York State Joint Legis'a- 
tive Committee on Insurance Rates and 
Reoulation will conduct its first hearing 
November 13 and 14 in New York City, 
State Senator Walter J. Mahoney of 
Buffalo, chairman, says. The session, 
which will be in the hearing rooms of 
the Association of the Bar of the City 
of New York, will be devoted to a dis- 
cussion of regulation of rate making in 
the insurance industry, the first phase 
of its program of fact-finding. 

Dineen First Witness 

Senator Mahoney said the first wit- 
ness scheduled to testify is Robert E. 
Dineen of Syracuse, Superintendent of 
the New York Department of Insur- 
ance. The committee has assigned its 
opening minutes to Mr. Dineen to learn 
from him the methods for determining 
insurance rates employed by his de- 
partment and by companies under its 
jurisdiction, he declared. 


Senator Mahoney said other witnesses 
at the first hearing will include several 
insurance executives, invited to explain 


procedures used by their companies in 
setting rates. 
The committee, he added, will pre- 


sent for discussion by witnesses a_ bill 
proposed by the Department of Insur- 
ance to amend certain regulatory meas- 
ures now in effect and to create new 
forms of control in the industry. 

“But this is not to be construed to 
mean the committee sponsors or sanc- 
tions all or any part of the bill,” Sena- 
tor Mahoney emphasized. “The pur- 
pose is to gather facts from the Insur- 
ance Department and from insurance 
companies which ultimately will be 
used in drafting recommendations to 
the legislature. 


No Witch, Hunt Planned 
committee is not intended to 
Prodice a witch hunt or a whitewash 
lor any conditions it may discover dur- 


(Continued on Page 22) 
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deserve the best 
in protection 













With insurance, as on the 
football field, it takes 
teamwork to provide the 
right protection. 


Good company-agency 
relations make for better 
public relations. 


tHe London ano Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK . STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fite Department) . LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


LANCASHIRE 
GROUP 
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In Small Units 


The Institute of Life Insurance has been shrewdly calling 
attention to something everyone in the life insurance business 
should bear in mind—that “misunderstanding and misinterpreta- 
tion can turn the bigness of our business into something negative. 
The public is apt to distrust bigness unless it understands and 
appreciates the reasons for it and the uses to which it is put. 


“Life insurance public contacts are largely up to the agent. 
Public concepts concerning life insurance stem in large part from 
the agent’s continuing public contacts. Our ‘billion dollar stories’ 
are made up of millions of thousand-dollar stories. Essentially the 
bigness is good. The huge total of life insurance in force repre- 
sents a great bulwark of protection and security for American 
families. The asset total means a great fund of work for the 
nation’s 73 million policyholders and at the same time for the 
national economy. The premium total stands for one of the 
greatest thrift programs of all time. The benefit flow is self- 
evident, as a great stabilizing force to the community and a direct 
aid to millions of families. 


“It is one of the agent’s essential public relations roles—to 
state and restate to their clients how many small individual units 
made up the big figures.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 
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Zurich Life Of 
N. Y. Organized; To 
Write Group Life 


Stock Will Be Owned by Zurich 
General, Long Writer of 
Group Disability 


WILL ENTER FEW STATES 


Neville Pilling President; C. C. 
Clarke Vice President; Loca- 
tion of Offices 











Neville Pilling, United States mana- 
ger of the Zurich General, one of the 
principal companies in the casualty in- 
surance field, announced this week the 
organization of the Zurich Life Insur- 
ance Co. under New York law. Mr. 
Pilling will be president of the new 
company. 

Zurich Life Insurance Co. will spe- 
cialize in the writing of Group life in- 
surance business to complement exist- 
ing Zurich facilities for writing Group 
disability insurance coverages. It will 
concentrate its activities in those states 
where Zurich has developed strong 
group sales representation, but where 
the life insurance companies with 
whom Zurich has been cooperating for 
many years do not provide the life 
cover so indispensable in writing com- 
prehensive employe-welfare plans. 

Has Long Written Group Disability 

The Zurich General has been writing 
Group disability insurance business for 
many years and has developed a large 
volume of that business. Its success in 
the Group disability insurance field is 
due not only to its splendid sales and 
service organization but also to its co- 
operation with life insurance companies, 
who have been outstanding in the 
Group life field. 

“The need for additional facilities in 
handling our Group business,” Mr. Pill- 
ing explains, “is confined to a relatively 
small number of states.” For that rea- 
son present plans are to enter the 
Zurich Life only in New York and a 
few other states. The Zurich General 
will continue its long-established policy 
of cooperating with life insurance car- 
riers with whom it is now affiliated in 


the writing of Group business. How- 
ever, the addition of a life insurance 
company to its fleet will give the Zurich 
organization an opportunity for better 
service on risks crossing state lines 
which sometimes involve special licens- 
ing requirements and other legal tecli- 
nicalities. 

The present officers of the Zurich 
General, Zurich Fire and American 
Guarantee have also been elected offj- 
cers of the Zurich Life. In addition C. 


(Continued on Page 4) 





































Asher Benjamin was a chubby two-year-old in Greenfield, 
Massachusetts when the American Revolution started, 
He never fired a shot in battle, but he did as much for 


independence as any man. 


For Asher Benjamin wrote a book, a plain and wonderful 
book, that gave the countryside a new American look. 


He called it The Country Builder’s Assistant. Into it he put 
everything a man would need to know to build himself 
a house good enough for a citizen of a new, free country. 


It told a farmer or a handy town man how to lay his 
foundations strong and true . . . how to mix mortar and 
stucco ... how to make the outlines shapely and pleasing ... 


how to measure and fit and fasten. 


He gave freedom a house to live in 


It showed a country carpenter how to build a church that 
was a clean and quiet monument to God . . . or a meeting 
house where free men could speak and listen, argue and 


agree, in the American fashion. 
fireplaces 


There were friendly things in that book — big 
's work, and 


where a man could take his ease after the es 
doorways full of charm and hospitality, and anlights that 
filled a room with dancing sunshine. Asher Benjamin knew 


what a house means to a man—a place to live his own life, 

in his own way, content, gracious and secure. 

The things that home means are the things America means. 

They are the good human values we affirm every time we 
ut a vote into a ballot box, or put a coin into a child’s 

or put another dollar into life insurance for the 

independence of those who depend on us, 





MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Life Insurance Taos ie n At Quebec 





Fi ster Suggests New 
Advisory Committee 


CREATIVE RESEARCH OBJECTIVE 





Praises Planning Committee in Canada; 
Public Given Better Insurance 
Understanding 





the annual meeting of the Life 
Insurance Advertisers Association R. 
Lei niton Foster, K.C., general counsel 
of ‘ anadian Life Insurance Officers As- 
sociition, gave a review of institutional 
advertising as it functions in Canada. 
In recent years the copy for the news- 


R. LEIGHTON FOSTER, K.C. 


papers and farm journals have been dis- 
tinctly educational in character, aiming 
to give people a better understanding 
of life insurance and how it operates in 
various aspects: what happens to the life 
insurance dollar, how life insurance 
funds are invested, why companies main- 
tain large reserves, the international 
character of the life insurance market in 
Canada, and the splendid protection af- 
torded by Government supervision. 

Discussing the future Mr. Foster told 
of a report made last summer on im- 
provement of public understanding of 
the economic system. He heartily ap- 
proved the recommendations that had 


been made in the report and emphasized - 


the duty of life insurance companies in 
continuing their job of improving public 
understanding of the life insurance sys- 
ten 

In concluding his talk Mr. Foster said 
that the planning committee of the Ca- 
nadian Life Insurance Officers Associa- 
tion and its advertising agency had done 
a particularly good job, but he suggested 
that special research creative committee 
migiit be established which would be 
Particularly invaluable in planning the 
annual program of the future advertising 
ot the life insurance companies. 


Public Unrest Show Need 
“or Security, Says Sanders 





Julging from public opinion polls 
tak in Canada the Dominion shows 
a creater degree of unrest than the 
Uniied States, Wilfrid Sanders, co- 


direct or of Canadian Institute of Public 
pinion, told the Life Insurance Adver- 
tise's Association at Quebec City last 
we He said polls showed most unrest 
amoig the white collar workers and 
ther aim was for economic security. 
The. felt that the government should 
suc"antee every person a steady job 
father than to furnish opportunity to 








Winners of Advertising Awards 


Sweepstake Winners Announced at LIAA Convention Are 
Massachusetts Mutual, Franklin Life, Northern Life 
and Occidental of Raleigh, N. C. 


National, Berkshire, Central Life Assur- 

At Life Insurance Advertisers Associa- 
tion, holding its annual meeting at Cha- 
teau Frontenac, Quebec, last week, 400 
exhibits of advertising and sales promo- 
tion material from 150 member com- 
panies were on view. Awards were made 
in four groups, based on amount of Ordi- 
nary insurance in force in each company, 
and in addition to the awards of excel- 
lence.a sweepstake plaque was presented 
to the company in each group which 
scored the highest total number of 
points. The. sweepstake winners were 
Massachusetts Mutual, Franklin Life, 
Northern Life and Occidental Life of 
Raleigh. 

Awards of Excellence 

In the group of the companies having 
the largest amount of Ordinary in force 
the awards were given as follows: 

Material to motivate agents: New England 
Mutual, State Mutual, Union Central. 

Publications addressed to agents: Connecticut 
Mutual, Provident Mutual, Union Central. 

Prospecting or pre- -approach material: Massa- 
chusetts Mut., New York Life, Union Central. 

Sales aids: Mutual Benefit, New England Mut., 
Northwestern Mut. ) 

Prestige and good will builders: 
Mut., Provident Mutual, ‘lravelers. 

Policyholders and_ public relations material: 
Connecticut Gen., Massachusetts Mitual, Penn 
Mntual. 

Magazines of national circulation advertising: 
John Hancock, Northwestern Mut., Prudential 

Newspaper advertising: Jefferson Standard, 
London Life, Mutual of Canada and Mutual of 
New York. if ; 

Insurance journal advertising: Guardian, John 
Hancock, Travelers. ’ f 

Recruiting material: Reliance Life. 


Award winners in next largest com- 
panies’ group of Ordinary insurance in 
force: 

Material to motivate agents: 


Northwestern 


American 


Bryden for Broader 
Investment Concepts 


TO HELP NATIONAL ECONOMY 





Canadian Executive Says New Economy 
Basis Is That Savings Must 
Equal Investment 





The life insurance business must evolve 
to fit the new pattern of economics un- 
der which it must live and thus must 
continue to perform a useful function 
as a public service institution if it is to 
retain its present enviable place. 

T. Bryden, assistant general man- 
ager, North American Life, made this 
statement at the annual meeting of Life 
Insurance Advertisers Association meet- 
ing in Quebec last week. If life insur- 
ance does not conform to the new pat- 
tern then in the long run other methods 
will be evolved to do those things which 
do conform to the pattern. 

“May I stress that basic to the new 
economics is the thought that savings 
must equal investment,” he said. “By 
that, I mean that the portion of the 
national income that is saved must go 
promptly into the nation’s capital invest- 
ment. Life insurance is the greatest 
gatherings-together of small savings, and 
over the years an increasing proportion 
of the savings of the community have 
found their way to the life insurance 
companies. This is evidenced by the 
tremendous growth ‘of premium income 
and in assets, and, in the future, if life 
insurance continues to fulfill its role, we 


(Continued on Page 13) 





get ahead on his own. He said life in- 
surance was one of the ways economic 
security could be brought to the public. 


ance. Ys 
Publications addressed to agents: Cali- 
fornia-Western States, Fidelity Mutual, 


Franklin Life, Ohio National. 

Prospecting material: California-West- 
ern States, Minnesota Mutual, Ohio Na- 
tional. 

Sales Aids: Franklin, 
can, Imperial of Canada. 

Prestige building: Fidelity Mutual, 
Life Ins. Co. of Va., National L. & A. 

Public Relations ‘material : Imperial 
Life. 

Nationally circulated magazines adver- 
tising: North American Life, Southwest- 
ern Life. 

Insurance Journal advertising: Berk- 
shire, Franklin, Minnesota Mutual. 

Recruiting material: Northwestern Na- 
tional. 

Awards given the next largest group 
of Ordinary insurers follow: 


Motivation of agents material: 
of America, Union Mutual. 

Publications for agents: Bankers of Nebraska, 
Pilot Life, Shenandoah, Union Mutual. 

Sales aids: Manhattan Life, Monarch, Union 
Mutual. 

Public relations material: 
Northern Life, U. S. Life. 

Advertising in nationally circulated magazines: 
Excelsior Life. 

Newspaper advertising: Beneficial Life, 
sior Life, National Life of Canada. 

Insurance Journal advertising: Bankers of Ne- 
braska, Northern, Shenandoah. 

Recruiting material: Bankers of Nebraska. 

Awards for Group 4 follow: 

Motivation of agents material, sales aids, public 
relations material: Fidelity Life. 

Publications addressed to agents: North 
American Life & Casualty, Occidental of Raleigh, 
N. C., Republic National. 

Prospecting material: Occidental of Raleigh. 

ay suai advertising: North American 

. G 


General Ameri- 


Monarch, Sun 


American Mutual, 


Excel- 


Welfare of Agent Is 
Key to Field Problems 


W. R. JENKINS TELLS AD MEN 





Northwestern National Vice President 
Says It Reflects Public Attitude 


Toward Institution 





Continuous improvement in service to 
growing public re- 
insurance industry, 


policyholders and 
spect for the life 
two of the prime goals of the business, 
can only be maintained by enhancing 
the agent’s present high standards of 
personal welfare, security, and public 
respect, W. R. Jenkins, vice president 
of Northwestern National Life, said in 
addressing the Life Insurance Adver- 
tisers Association at Quebec City last 
week. 

Speaking for the field of sales man- 
agement on the convention § theme, 
“What’s Ahead?” Mr. Jenkins said, 
“We want our individual companies to 
share well and satisfactorily in the fa- 
vorable volume of new business which 
appears to lie ahead, and we want to 
attain that adequate share within a 
framework of management practices and 
of sound public relations which will 
give new impetus to public faith in life 
insurance and new appreciation of good 
public service rendered. At the heart 
of both of these goals lie our agents 
without whom they cannot be obtained. 

“It has been well said many times— 
good public relations begin at home,” 
the speaker continued, “and nowhere 
could that truism possibly apply with 
more significance than with respect to 
the life insurance agent. To many buy- 
ers, he is the company. To most buy- 
ers, what he does and says, how he 


Noyes President of 
Life Ins. Advertisers 


WITH PHOENIX 


Leaving Wharton School Was 
Sales 


SINCE 1930 


After 
With Goodrich Rubber Co. 


and Research Division 





C. Russell Noyes, advertising manager, 
Phoenix Mutual Life and an officer of 
that company, was elected president of 
the Life Insurance Advertisers Associa- 
tion at its annual convention in Quebec 
last week. 

A graduate of Wharton School Uni- 
versity of Pennsylvania, Mr. Noyes went 





NOYES 


C. RUSSELL 


with the B. F. Goodrich Rubber Co. in 
Akron after leaving college. His work 
was in the sales and field survey fields. 
In 1930 he joined Phoenix Mutual in its 
advertising division and became editor of 
The Field, that company’s sales publica- 
tion, and also editor of The Quill, the 
home office publication. He was made 
advertising manager the first of this 
year. 

Mr. Noyes is a former president of the 
University of Pennsylvania Club of Hart- 
ford and belongs to the Kiwanis Club. 
Mr. and Mrs. Noyes have two children 
and live in Simsbury, Conn. 


Others Elected 

Others elected by LIAA follow: vice 
president: Alan M. Kennedy, assistant 
to president, Northwestern National; 
secretary: H. M. Kennedy, director of 
advertising and publications, Prudential; 
treasurer: R. Taylor. CLU, associate 
agency manager, Jefferson Standard. 
New executive committee: J. M. Chil- 
drey, Atlantic Life; T. H. Tomlinson, 
Bankers of Iowa; E. S. Westcott, Bank- 
ers of Nebraska; Harold B. Brown, Im- 
perial Life of Canada. 





lives, whether he prospers or fails, 
whether he is loyal or bitter toward his 
company—all these will in large meas- 
ure make up the sum and content of 
the public's attitude toward our institu- 
tion. 


Some of Problems Facing Agent 

Mr. Jenkins directed attention of 
LAA members to certain problems that 
lie ahead for the agent which advertis- 
ing men must help solve in order to 
achieve better public relations and 
sounder public service. These are: 

1. Increasingly intense competition 
from fellow agents, since substantial 
new recruiting is still going on. 


(Continued on Page 13) 
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At Providence for Hancock 





Boris, Boston 


JOHN L. ALLEN 


Announcement has been made _ by 
John Hancock Mutual Life of appoint- 
ment of John L. Allen as general agent 
at Providence and retirement from ac- 
tive management of Maurice Stearns. 
Mr. Stearns will remain with the 
agency devoting all of his time to his 
personal clients. 

John L. Allen, whose appointment as 
general agent becomes effective Decem- 
ber 1 has been associated with the gen- 
eral agency department of John Han- 
cock home office since his return from 
service in the Navy. Previously he had 
been associated with the Boston gen- 
eral agency of Hancock as supervisor. 
He entered the Boston general agency 
immediately after his graduation from 
Harvard in 1939, 


Patterson on National 
Conference Board 


Alexander FE. Patterson, president 
Mutual Life, has been elected a board 
member of the National Industrial 
Conference Board. The board, founded 
in 1916, is an independent and _ non- 
profit institution for research and edu- 
cation in the fields of economics and 
business. Its work is supported by 
nearly 3,000 business concerns, trade as- 
sociations, labor unions, Government 
bureau libraries, colleges and universi- 
ties. Members who are elected on the 
basis of their interest in the research 
and conference work of the board con- 
stitute a relatively small but distin- 
guished group of men active in busi- 
ness, public or educational affairs. 


7 e 

Zurich Life 
(Continued from Page 1) 
C. Clarke has been named vice presi- 
dent of the new company. He has been 
in charge of the Zurich’s Group depart- 
ment for the past ten years, having pre- 
viously had many years of experience in 
the Group life department of the Sun 
Life Assurance Co., and he will be in 
charge of the expanded activities of 
the Zurich group organization. 


New Company’s Capital and Surplus 


The new company has a capital of 
$700,000 and a surplus of $350,000 and 
the entire stock is owned by the Zurich 
General. The home office is located at 
80 John Street, New York and the ad- 
ministrative office is at 135 S. LaSalle 
Street, Chicago, where the headquar- 
ters of the other three companies are 
maintained. 





LOUIS LIPSKY, 
President 





Seip P, rompl, Friendly a ry 


EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVE. 
NEW YORK CITY 16 


ISSUES ALL FORMS OF INSURANCE 


One ard Five Year Renewable Term, Ten Year Term and Term Expectancy; 

Family Income Riders; Juvenile Insurance; Insurance with Annuity; Life 

Premiums Reduced One-half After Twenty Years; Limited Payment and 
Endowment Contracts; also sub-standard policies. 


For further information write Harry Yarin, V. P. and Sup't. of Agencies 


“A Company with a Friendly Atmosphere" 


JACOB ISH-KISHOR, 
Vice-President and Secretary 





+ 





National Associates of 
Mutual Benefit Meeting 


The National Associates, an organiza- 
tion of the top twenty-five producers 
of the Mutual Benefit Life, are holding 
a two-day meeting in Washington, D. 
C. today and tomorrow. Company offi- 
cers are attending as guests and are 


joining the associates in round table 
discussions of successful sales’ plans. 


Max Matson of Cleveland, president of 
the group is presiding. 

President John S. Thompson is _ at- 
tending today’s morning meeting and 
W. Paul Stillman, chairman of the 
board of directors, and Arthur Walsh, 
board member, will join the associates 
and their wives at tonight’s dinner. 
Other officers attending are Dr. Walter 
A. Reiter, vice president; H. Bruce Pal- 
mer, superintendent of agencies; Rich- 
ard Pille, associate superintendent of 
agencies; John J. Magovern, Jr., asso- 
ciate counsel; and Mildred F. Stone, di- 
rector of policyowner services. 


BUSINESS MEN’S EXPANDING 

The home office of the Business 
Men’s Assurance is now taking over 
some 8,500 square feet of additional 
space in the company’s building in 
Kansas City. During the past few years 
the company has doubled the number 
of its home office employes in order 
to take care of the growth in life and 
accident and health insurance and also 
the development of its Group and 
wholesale insurance. The company now 
has approximately 700 full time sales- 
man. Life insurance in force has 
reached the $300,000,000 mark in addi- 
tion to a large volume of accident and 
health premium income. 


JACK BAKER TRANSFERRED 

Jack Baker, formerly manager for 
the Metropolitan Life at its office ac- 
count Milwaukee, has been transferred 
as manager of the company’s Milwau- 
kee district. The Milwaukee district 
staff consists of two assistant managers, 
fifteen agents and four clerks. 


NEVER IN HISTORY 


has it been so necessary 
to take care of tomorrow 
with the resources of 
to-day. Life Insurance 
meets the challenge of 


the unknown tomorrow 


by the insight, prudence 


and resources of to-day. 


SUN LIFE 


ESTABLISHED 1865 


MONTREAL 





OF CANADA 
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Philip Hewes’ New Pst 


John Haley 
PHILIP HEWES 


Philip Hewes has been appointed as- 
sistant director of sales research for the 
Connecticut General Life, according to 
an announcement by Vice President 
Stuart F. Smith. 

Mr. Hewes was graduated from Hart- 
ford Public School in 1921, and from 
Yale University in 1925. He was asso- 
ciated with the Agency Management 
Association from 1926 until 1935 when 
he became executive secretary to Gov- 
ernor Wilbur H. Cross. 

In 1939 Mr. Hewes joined the Con- 
necticut General Life as a_ representa- 
tive of the company in its home office 
agency. During his first year, he quali- 
fied for the Vice President’s Club. In 
1941 he was granted a leave of absence 
and became State Administrator of the 
War Savings staff. He was commis- 
sioned a lieutenant in the Navy in 1942, 
was subsequently advanced to lieuten- 
ant commander, and was attached to 
a carrier group in the Pacific. He was 
placed on inactive duty in October, 1945, 
and rejoined the Connecticut General 
in its home office agency departient. 


PRUDENTIAL FIELD CHANGES 








W. P. Lynch Supt. of Agencies, Southern 
Area; Clarence Barton Retires; 
Southward to Northern Area 

The Prudential has announced the pro- 
motion of William P. Lynch, CLU, to 
superintendent of agencies, southern 
area, in the company’s industrial agency 
field management department. Clarence 
Barton, superintendent of agencies tor 
the northern area, has retired because 0! 
ill health and will be succeeded by Sher- 
man Southard, formerly in charge of ter- 
ritory which Mr. Lynch will now super- 
vise. 

Mr. Lynch has been associated with 
The Prudential since 1937, when he 
joined the company as an agent in 
Jersey City. He later became « home 
office representative and in 1945 was 
advanced to manager of the conipanys 
district office in Richmond Hill, N. ‘. 
For the past year he has been assistant 
director of field training administra- 
tion, in the home office. 

Mr. Barton whose retirement 
after thirty-nine years with The | ruden- 


yccurs 


tial, has been identified with the indus- 
trial field agency management ‘cpart 


ment since 1908, when he joined the 
company as a clerk. Through a series 0! 
promotions, he became assistant secre 
tary in 1941, the title later being « inged 
to superintendent of agencies. |!¢ has 
held that post in the company’s north 
en area for the past six years. 





Frank Buscanics, field manager, ‘ olo- 
nial Life, Pittsburgh, addressed tle tf 
cent meeting of the New Castle |:anch, 
Pittsburgh’ Life Underwriters A*:0c!4 
tion. 
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N.E Mutual Life’s New 
Policies Given Preview 


AT W. H. KING AGCY. LUNCHEON 





Frark Elwell, Jr.. Home Office Expedi- 
tor, Joins With General Agent in 
Explaining Changes 





Tie new edition of policies which 
agents of the New England Mutual 
Life will sell after November 1 were 
a preview at a luncheon meeting 


give! 
Tuesday of the Wheeler H. King 
Agency, general agents of that com- 


pany at 500 Fifth Avenue, New York. 
Two dozen agents and members of the 
office staff attended the meeting which 
was held in the Columbia University 
Club. Guest speaker was Frank Elwell, 
Jr, expeditor at the home office of the 
New England Mutual, who was praised 
by Mr. King for the job he is doing 
“in seeing that the business we send to 
the home office gets through promptly.” 

Mr. King gave background facts as 
to the reasons which have necessitated 
a change in policies and rates by life 
insurance companies nationwide. He 
said that the American Experience 
Table, which dates back to 1868, is 
now antiquated. Under the so-called 
Guertin law the life companies are re- 
quired to base their insurance rates on 
a new mortality table known as the 
Commissioners’ 1941 Standard Ordinary 
Table of Mortality—CSO. “If this were 
the only change taking place our rates 
would be lower,” Mr. King said. “But 
it has been necessary because of re- 
duced earnings to reduce our interest 
factor from 3% to 24%%. This reduc- 
tion will cause an increase in our pre- 
mium rates. In the new contracts of 
the New England Mutual rates will be 
slightly higher, and _ particularly on 
retirement income and endowment 
plans. Due to increased values, however, 
net cost will be generally lower.” 

Application Blank Changes 

Mr. King explained the company’s 
new application blank to those attend- 
ing, saying that most of the changes 
made are for the better and that “they 
will enable the company to underwrite 
risks more promptly.” One of the ma- 
jor changes is the requirement (in 
question 14) for the applicant to list 
his present insurance in force, naming 
companies and year of issue. The lat- 
ter is desirable, said Mr. King, when a 
large amount of insurance is involved. 
Another question (No. 16) requires the 
prospect to state whether he intends to 
travel outside the U. S. and Mr. King 
said the answer to it would help the 
home office. 

Two other questions, new in the ap- 
plication, are No. 17 referring to the 
applicant’s use of the airplane and No. 
<) which permits the applicant to say 
Whether or not he wants the automatic 
premium loan. This is not available, 
however, on term insurance in any 
form. A special agreement and assign- 
ment is no longer required by the com- 
pany for the APL. 

A number of questions in the medical 

blank were interpreted by Mr. King 
who also called attention to the new 
Agent's Guide which he recommended 
as “required reading.” 
_ Mr. Elwell in his talk expressed the 
interest of the home office people in 
the expediting work being done for the 
held forces in handling of cases. He 
also reported on a survey recently made 
to determine how policy issuance could 
be speeded up. Along this line, he rec- 
ommended that especially in the larger 
Cases it was most important for agents 
to give a complete statement containing 
Pertinent information so that the home 
olnce could get a better picture of the 
applicant. 

As of October 28 the King agency 
pe Close to $6,000,000 in paid-for pro- 
a for the year which is a 50% 
ierease over 1946 production and with 
two more months to go. 





James L. Madden Treasurer 


Of New York University 





: Pach Bros., N.Y. 
JAMES L. MADDEN 


James L. Madden, second vice presi- 
dent, Metropolitan Life, has been 
elected treasurer of New York Uni- 
versity. He graduated from the School 
of Law, that university, in 1917, and 
is a member of the university council, 
the governing body of N. Y. U. He suc- 
ceeds Benjamin Strong, president of 
United States Trust Co. 


Fraser Heads Nurse Drive 
John M. 


the Connecticut 


Fraser, general agent for 
Mutual Life Insurance 
Co., has accepted the chairmanship for 
Service of New 
up the life 


the Visiting Nurse 


York 


insurance division. 


campaign heading 





GOES TO TEXAS 





John S. Ray Appointed Metropolitan 
Life Asst. Superintendent of Agencies; 
Came Here From North Carolina 


John S. Ray, formerly assistant vice 
president in field management division, 
Metropolitan Life; has been appointed 
assistant superintendent of agencies in 
charge of developing the company’s life 
insurance service in Texas. Associated 
with him in this work will be Clifton 
superintendent of agen- 
Southwestern 


E. Reynolds, 
cies for the 
territory. 

A native of North Carolina Mr. Ray 
joined Metropolitan as an agent in 
Greensboro, N. C., in 1923, later being 
made assistant manager and in 1934 he 
joined company’s field training division 
at home office in New York. He became 
manager of the Parkchester (housing 
development in the Bronx) district of- 
fice and then of the Manhattan district. 
He was made assistant vice president 
this year. He is a former president of 
New York CLU chapter. 


company’s 





HEAR BRUCE E. SHEPHERD 
Bruce E. Shepherd, manager of Life 
Insurance Association of America, ad- 
the October meeting of the 
Junior Actuaries Club of New York. 
Discussing the LIAA Mr. Shepherd 
said it had a staff of twenty-nine law- 
yers, three actuaries and two econ- 
omists. He said LIAA works jointly 
with American Life Convention on 
legislative, investment and _ actuarial 
matters. 


dressed 


PILOT LIFE GENERAL AGENT 


The Pilot Life Insurance Co. has 


named Albert G. Daniel as_ general 
agent in Atlanta, Ga., with offices at 
604 Standard Building. Mr. Daniel 


served as assistant manager of a large 
Eastern life insurance company prior 
to joining his present firm. He is a 
native of Atlanta. 


Home Life Managers at Rochester, Reading 





Pach Bros., N. Y. 

ROBERT N. LYONS 
Home Life of New York has ap- 
pointed Robert N. Lyons manager at 
Rochester, N. Y. and Edward L. Chase 
manager at Reading, Pa. Mr. Lyons 
joined the company in 1938 at the Roch- 
ester agency. Native of that city and 
graduate of University of Rochester, he 
served more than three years in the 
Army air force, rejoining the Roch- 











Pach Bros., N. Y. 
EDWARD L: CHASE 


ester agency last year. He is active in 
Rochester Life Underwriters and 
Chamber of Commerce. 

Mr. Chase since 1945 has centered his 
activities at Reading working out of the 
Boettner Agency at Philadelphia, be- 
coming assistant manager and setting 
up an office there of which he now 
becomes manager. 





L. J. Kalmbach to Join 
Massachusetts Mutual 


WILL BE A VICE PRESIDENT 





For Two Decades He Has Been With 
Lincoln National; Knows Most 
Life Insurance Executives 





Leland J. Kalmbach, first vice presi- 
dent of Lincoln National Life, has been 
elected a vice president of Massachu- 
setts Mutual Life and will take over 
his new duties on January 1. He joined 
the Lincoln National in 1924 and has 





LELAND J. KALMBACH 


been on the board of directors of that 
company since 1937. His duties for some 
years were largely in connection with 
reinsurance. 

For twenty years Mr. Kalmbach has 
traveled United 
States and there is no life insurance 
executive who has a wider acquaintance 
with home office officials. He has vis- 
ited the home office of nearly all the 
life insurance companies over the pe- 
riod of the past two decades. 

Born in a small town in Michigan 
Mr. Kalmbach is a graduate of Uni- 
versity of Michigan where he got the 
Phi Beta Kappa key. While in Ann 
Arbor he was one of the students un- 
der the late Professor James W. Glover, 
among whose alumni are many men 
now active in life insurance, especially 
in the actuarial divisions. They include, 
however, the chief executives of some 
companies. Mr. Kalmbach is a Fellow 
of both the Actuarial Society of Amer- 
ica and the American Institute of Ac- 
tuaries. He is a vice president of the 
latter. Also, he is treasurer of the MIB 
executive committee. He was in New 
York this month attending a meeting 
of that committee. 


extensively in the 





RELIANCE LIFE CHANGES 

After many years of training new 
recruits on the managerial staff of the 
western Pennsylvania department of 
Reliance Life, John C. Sheedy, formerly 
agency instructor, and Ottie Cochran, 
formerly field manager, have relin- 
quished their staff positions to devote 
full time to personal production and 
building their own agencies in Pitts- 
burgh. Mr. Sheedy has been associated 
with Reliance since 1928 and Mr. Coch- 
ran was a home office employe prior 
to 1931 when he entered agency work. 

Fred E. Haines of Pittsburgh has 
been appointed agency instructor of the 
western Pennsylvania department. Be- 
fore starting his insurance career with 
Reliance, Mr. Haines devoted more 
than ten years to educational work as 
public school principal and adminis- 
trator. 
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Penn Mutual Meetings 
On Rate Changes Held 


TO BE EFFECTIVE DECEMBER 1 


Conferences to Train General Agents 
Completed; New Rates, Values Based 
on CSO Mortality Table 

Penn Mutual Life has completed a 
series of six conferences to train all its 
general agents on rate changes, va‘ues, 
and new policy provisions which will be 
effective December 1. 

Two groups representative of agency 
and actuarial departments carried the 
story to the general agents so they 
could in turn present it to their agents. 
In ten hours of concentrated study they 
were given a course of instruction 
which included a_ historical review of 
rate changes in the past 100 years; a 
survey of the conditions which make 
changes desirable, the new rate book 
and illustrations, new policy provisions 
and application forms. At the end of 
the sessions a fifty-four page text-book 
was distributed to be used by general 
agents in training their producers. 

Two meetings were in Philadelphia 
and others in Atlanta, Fort Wayne, 
Kansas City and San Francisco. The 
Western meetings were conducted by 
Eric G. Johnson, vice president; E. Paul 
Huttinger, second vice president; 
Charles E. Rickards, associate actuary; 
Urban F. Quirk, assistant vice presi- 
dent, and A. M. Royal of the agency 
department. Wallis Boileau, Jr., sec- 
ond vice president; M. Louis Johnson, 
second vice president and actuary; W. 
J. Probst, assistant to the vice presi- 
dent; and Harry LP. Johnson of the 
agency department were in charge of 
the Eastern and Southern meetings. 

The new rates and values will be 
based on the CSO Mortality Table with 
interest at 244%. Cash values will equal 
the full level premium reserve at the 
end of ten years or after all premiums 
have been paid, if sooner. The gen- 
eral result 1s an increase in gross pre- 
miums. However, the increase is not 
uniform. It varies by plan and by 
age. There are also some decreases in 
gross premiums at the extreme young 
and old ages. 

No change has been made in single 
premium annuity, deferred survivorship 
annuity or double indemnity rates. 

The guaranteed rate of interest on 
options A, D, and E will be 2%. Op- 
tions B, C, FR, G, and H remain un- 
changed except for a minor adjustment 
in option B at older ages. Maturity 
values for retirement income policies 
have not been changed. 

The policy contract has 
pletely revised and the 
changes include: 

(1) Non-deduction of fractional pre- 
miums in the year of death. The new 
factors are .5125 for semi-annual, .2625 
for quarterly and .08875 for monthly. 

(2) Automatic premium loan. This 

provision is included in the policy and 
may be made operative by proper nota- 
tion in the application. 
_ (3) Dividends. Payable at ‘end of 
first year, the first year dividend is, 
however, contingent on the payment of 
the second year’s premium. Guar- 
anteed interest rate on dividend accu- 
mulations is 24%. 

(4) New ownership clause. The 
owner is named on the first page of the 
policy and consequently no special 
policy is needed in absolute owner 
cases. 

(5) Disability Annuity. The income 
disability provision will provide pre- 
mium waiver to age 60 although the 
income will not be paid for disability 
occurring after age 55. : 

(6) Air Travel. The new disability 
and double indemnity provisions give 
protection for passenger flying of any 
kind on any type of plane. : 
(7) First year values are 
on many contracts. 
Fifteen-year optional term contracts 
issued at age 30 and over, and 20 year 
optional term contracts at all ages of 


been com- 
numerous 


available 





Hancock Field Changes 


Everett S. Kellaway has been ap- 
pointed district manager at Gary, In- 
diana for John Hancock. He succeeds 
Mayer Kahn who will retire November 
1. The company also announced that 
Edward B. Feinberg becomes district 
manager at New York succeeding the 
late William J. Barnicle. Mr. Feinberg 
was formerly district manager at Pitts- 
burgh. He will be succeeded by Sid- 
ney Bernstein formerly assistant mana- 


ger at Brooklyn. 





W. GORDON ERSKINE DEAD 


W. Gordon Erskine, long prominent 
in Memphis insurance circles, died re- 
cently at a local hospital. He entered 
the insurance business following his 
graduation from college, and later be- 
came general agent for the Reliance 
Life in Memphis. The deceased, 69 
years old, leaves his widow, a son and 
a daughter. 





issue together with the corresponding 
balanced protection and convertible in- 
come term riders will contain cash and 
extended insurance values. 

A new child’s protection agreement 
will be issued which provides for waiver 
of premiums to age 25 in event of the 
death or disability of the payer of pre- 
miums. 


Plans Training Seminar 

The fourth agency building training 
seminar in New England Mutual Life’s 
postwar educational program will open 
November 3 at the home office in Boston, 
under the chairmanship of Homer C. 
Chaney, director of agencies. Fourteen 
general agents an1 supervisors have been 
invited to participate in this six-day com- 
prehensive course. 

Home office executives and members 
of the agency department will lead dis- 
cussions and clinics devoted to advanced 
techniques in selecting, hiring and train- 
ing new underwriters, as well as retrain- 
ing experienced men. This is the seven- 
teenth in a series of training courses 
conducted by the company for the bene- 
fit of its field force. 


BOSTON MUTUAL CONFERENCES 

The first of this fall’s regional con- 
ferences of the Boston Mutual Life was 
held recently at Springfield, Mass., 
with representatives present from the 
district offices of the company’s West- 
ern unit. Superintendent of Agencies 
Edmund M. Wright and his’ assistant, 
Lorne J. Peters, conducted the sessions. 
The Southern unit met this week at 
Providence, R. I. 

The company reports that new In- 
dustrial writings for the year to date 
are 4% higher than the writings of the 
same period in the banner year of 1946. 


















































































































































THE MAN 

















YOU FORGOT 























Monreace LIFE {NSURANCE on your client gives 











his family as good a break as the firm that holds 




















his mortgage. It takes care of everybody. 

















Or does it? What about your client, himself? Did 











you forget him? 

















No one forgets to mail his mortgage bill when 











he’s disabled. No one in his family forgets to show 











up for meals. No one forgets to send the doctor 











bills. The only one who forgets to show is the 














man with his regular income check. 











That's why we remembered to put a Lifetzme monthly 








income benefit for Accident and Sickness in our 








Mortgage Protection plan. 














This pays the bills when he’s disabled. for the man 














who pays them when he's well. 



































C CCIDENTAL LIFE Insurance Company 

















of California % V H JENKINS, Senior Vice-President 





























“We pay lifetime renewals-they last as long as you do” 



















































































AMA Annual Meeting 


S 


Speakers Announced 
LIVELY PROGRAM PREPARED 


Institutional Forum Will Featur Top 
Executives at Chicago Meeiin: 


November 12-14 


Carroll Shanks, president, Th Pry- 
dential, will address the noon lin cheon 
on the second day of the Agency \fan- 
agement Association’s annual jiiceting 
in Chicago, November 12-14. Prior to 
Mr. Shanks’ appearance, three !caders 
in the field of business researc}; will 
headline a morning session deyoied to 
new developments in marketing re- 
search. A. C. Nielsen, presideni of the 
company which bears his namie, will 
lead off the discussion. He will be fol- 
lowed by Dr. Dwayne Orton, director of 
education, International Business Ma- 
chines Corp. Dr. S. Rains Wallace, Jr, 
director of research for the association 
will be the third speaker. 

The association has also announced 
that there will be an institutional forum 
featuring top executives of the major 
life and accident and health associa- 
tions as well as representatives of for- 
eign life insurance. The forum will af- 
ford the audience an opportunity to ob- 
tain first-hand answers to the many 


current institutional problems in and 
out of the agency field. Charles J. 
Zimmerman, assistant managing di- 


rector, will preside and Dudley Dowell, 
vice president, New York Life, will act 
as chairman. 


Forum Speakers 

Those who have been invited to take 
part in the forum are R. H. Belknap, 
director of agencies, Occidental, chair- 
man, association’s committee for com- 
panies writing accident & health; Vin- 
cent B. Coffin, vice president, Connecti- 
cut Mutual, Mass Coverage Problems; 
A. C. S. Eagels, assistant to managing 
director, Crusader Life, England; Clyde 
F. Gay, vice president, John Hancock, 
chairman, association’s subcommittee on 
compensation; Harold R. Gordon, man- 
aging director, Health & Accident Un- 
derwriters Conference; Robert  L. 
Hogg, executive vice president, Amer- 
ican Life Convention; Holgar J. John- 
son, president, Institute of Life Insur- 
ance; Raymond C. Johnson, vice chair- 
man, education and training committee; 
David McCahan, Dean, American Col- 
lege of Life Underwriters; H. G. Ken- 


agy, vice president, Mutual Benefit, 
chairman, association’s committee on 
relations with universities. Also A. 


Gordon Nairn, executive vice president, 
Life Underwriters Association of Can- 
ada; C. Russell Noyes, president, Life 
Advertisers Association; Bruce RB. 
Power, Canadian Life Insurance Off- 
cers Association; James E. Rutherford, 
executive vice president, NALU; Bruce 
E. Shepherd, manager, LIAA; Edmund 
L. G. Zalinski, managing director, Life 
Underwriter Training Council; Joseph 
Follmann, manager, Bureau of Accident 
& Health Underwriters; Martin B. 
Williams, executive director, Industrial 
Insurers Conference. 

Mr. Shanks, who has _ long been 
deeply interested in agency problems 
confronting not only his own conipany 
but the institution of life insuraice as 
well, once said in a speech that some 
of the greatest progress to be made in 
life insurance in the next few years 
would be made in the field of a<ency 
management. He will be introduced by 
Harold M. Stewart, executive vice 
president, The Prudential. President 
Cecil J. North, vice president of Metro- 
politan Life will preside at the luncheon. 

In the evening of the second day the 
companies under $150,000,000 in lorce 
will hold their traditional dinner. 're“- 
erick D. Russell, president, Security 
Mutual Life, will act as chairman. 0" 
the same day, the Canadian conipanies 
will hold 2 breakfast and hear a :cport 
on the “2,300 Recruits” project. 
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Medical Directors at 
Annual Meeting Here 


pR. JIMENIS RETIRING HEAD 





Some Leading Medical Men Heard on 
Two-Day Program of Fifty-sixth 
Annual Gathering 





Life insurance companies were urged 


to maintain a “nice balance” between 
clinica! medicine and actuarial studies 
in the = medical underwriting last week 


by 1 Albert O. Jimenis, associate 


medico! director of the Metropolitan 
Life Insurance Co. and retiring presi- 
dent the Association of Life Insur- 
ance Medical Directors of America. 


Speaking at the association’s fifty- 


sixth annual meeting held in New York 
City last week, Dr. Jimenis declared the 
insurance applicant’s own physician 
iearns more about his individual cases 
but is rarely able to follow large num- 
bers of patients so as to measure their 
longevity. Mortality studies supple- 
ment this individual investigation, he 


said, and give valuable aid to the under- 
writer 

“It is not surprising that many heart 
murmurs are viewed optimistically by 
clinicians,” Dr. Jimenis declared, “and 
yet we know how much more it costs 
io insure such lives. We receive letters 
from family doctors minimizing dangers 
of small degrees of hypertension; this 
is not surprising because many such 
patients are lost sight of by him long 
before signs of myocardial failure or 
some vascular accident brings them to 
some other doctor. In a_ mortality 
study, however, the effects are ines- 
capable and we have confirmed and 
strengthened our opinion that small 
degrees of hypertension produce a 
measurable increase in mortality and 
that even transient hypertension is of 
some importance.” 

More than 260 doctors from the 
United States and Canadian companies 
attended the association’s two-day meet- 
ing and in a business meeting held 
Thursday morning elected Dr. Albert 
J. Robinson president for the coming 
year. Vice-president and medical di- 
rector of Connecticut General Life Dr. 
Robinson is a former chairman of the 
Medical Section of the American Life 
Convention and is presently a member 
of its examiners’ committee. 


Other officers elected were first vice 
president, Dr. Edwin G. Davis, medical 
director of Prudential; second vice 
president, Dr. Harry E. Ungerleider, 
medical director of Equitable Life As- 
surance Society, and editor of the pro- 
ceedings; Dr. James R. Gudger, medical 
director of Mutual Life of New York. 
Dr. Henry B. Kirkland, associate medi- 
cal director of Prudential was reelected 
secretary and Dr. Walter A. Reiter, 
vice president and medical director of 
Mutual Benefit Life was reelected 
treasure: 

A total of seven papers were delivered 
before the medical directors by Ameri- 
can medical experts, introduced by a 


mortality study of applicants for insur- 
ance given a glucose tolerance test pre- 
sented hy four officials of Metropolitan. 
They were Dr. Jimenis; Herbert H. 


Marks, of the company’s statistical bu- 


reau; Jr. Rexford W. Finegan, as- 
sistant medical director and Dr. Nor- 
man Kk. Blatherwick, director of the 


Nochenical Laboratory. The paper 


A. J. Robinson President 
Medical Directors Ass’n 





DR. A. J. ROBINSON 
Dr. A. J. Robinson, 


vice president 
and medical director of Connecticut 
Life Insurance Co. of Hartford, has 
been elected president of the Associa- 
tion of Life Insurance Medical Direc- 
tors of America. 

Born in Summerville, Ontario, in 
1899, Dr. Robinson received his M.D. 
in 1923 at University of Toronto. He 
took post-graduate work in that uni- 
versity, and served his interneship in 
Toronto General Hospital. In October, 
1924, he became assistant medical di- 
rector of the Connecticut General, and 
medical director in 1934. 

He is a member of the Connecticut 
State Medical Society as well as the 
Hartford Medical Society. He has been 


active in the medical section of the 
American Life Convention and was 
chairman of that section in 1941. Dr. 


Robinson is on the examiners commit- 
tee of that organization. 





was discussed by Dr. Elliott P. Joslin, 
clinical professor of medicine emeritus 
of Harvard University Medical School. 

Other papers included a discussion of 
hypertension delivered by Dr. Irvine H. 
Page, director of research for the 
Cleveland Clinic, of sudden and unex- 
pected natural death delivered by Dr. 
Milton Helpern, deputy chief medical 
examiner of the City of New York; and 
of prognosis in bone and soft-part tu- 
mors, by Dr. Bradley L. Coley, attend- 
ing surgeon of the bone tumor depart- 
ment of New York City’s Memorial 
Hospital. 

Another speaker during the meeting 
was Dr. Frank H. Lahey, surgeon-in- 
chief of New England Baptist Hospital 
and director of the Lahey Clinic in Bos- 
ton, who read a paper on lesions of 
terminal ileum, colon and rectum. The 
relationship of X-ray and tuberculosis 
was discussed by a three-man panel 
consisting of Dr. Haynes H. Fellows, 
associate medical director of Metropoli- 
tan; Dr. Charles E. Kiessling, assistant 
medical director of Prudential and Dr. 
David Reisner, medical supervisor of 
the bureau of tuberculosis, New York 
City Department of Health. 





pains. 


41 Maiden Lane, New York 7. 





Are You Looking 
For a Managerial Opportunity ? 


A small agency of a large life insurance company has growing 


We need a well informed career life insurance man to re- 
cruit, train and supervise career agents. If you want an opportunity 
to do managerial work, whether you have had any experience or 
not, write in confidence to Box 1739, The Eastern Underwriter. 











| The Brokers’ Office 


76 William 








Samuel D. Rosan Agency, Inc. 
GENERAL AGENT 

| Continental Assurance Company - - - 

Street, New York 5, N. Y. 

Whitehall 4-7697 


We Offer: Disability Inc. $10 per mo. per 1,000; Also Non-Can. A. & H.; 
| Sub-standard Par. & Non-Par.; Group, Wholesale and Pension; Retirement 
Income 55-65; Single Premium End.; Term Expectancy, Triple Protection. 


Investigate Our Pension Plan For Brokers 


Chicago 











H. O. Underwriters Institute 


Plans on Joint Education 
Robert B. Caplinger, president of In- 
stitute of Home Office Underwriters, 
has announced that the following com- 
panies have been admitted to member- 
ship in the Institute: Unity Mutual Life 
and Accident, Los Angeles, R. W. 
Lange, manager Ordinary department; 
Independence Life and Accident, Louis- 
ville, H. W. Stodghill, Jr., secretary; 


Inter-Ocean Insurance, Cincinnati, Fred. 


Katuzman, chief underwriter; Co!um- 
bian National Life, Boston, Henry W. 
Cook, Jr., assistant secretary; Scranton 
Life, Scranton, Pa., R. J. Weichel, sec- 
retary; Sun Life of America, Baltimore, 
N. Richard McDonnell, underwriting 
secretary; Continental American Life, 
Wilmington, Del., Thomas W. Reed, as- 
sistant secretary. Charles J. Smith, as- 
sistant secretary, Pan-American Life, is 
chairman of the membership commit- 
tee. Membership in the Institute now 
includes 176 companies. 

At the recent annual meeting of the 
Institute a great deal of interest was 
expressed by members in the education 
program for home office underwriters 
and the executive committee took ac- 


.tion in appointing W. R. Harrison, un- 


derwriting secretary of Security Mutual 
Life, Binghamton, N. Y. as chairman 
of the Institute committee to cooperate 
with a _ similar committee of the 
HOLUA, in considering the matter of 
education, training and examinations 
for home office life underwriters. As- 
sisting Mr. Harrison on this committee 
will be Vernon Cox, secretary, Con- 
tinental Life; Walter Fritz, secretary, 
Capitol Life; Frank A. Johnson, mana- 
ger new business department, Ohio Na- 
tional Life; and Emmett Russell, Jr., as- 
sistant secretary, Life and Casualty. 

An executive committee meeting will 
be held in January to appoint commit- 
tees and to discuss plans for the twelfth 
annual meeting of the Institute to be 
held in the fall of 1948. 


LOANS 


Secured by your 


Renewal Commissions 


Confidential arrangements 


made thru National Bank 


Experienced background 


(GEORGE F. REDELL 
55 West 42nd Street 
New York 18, N. Y. 


LOngacre 5-734] 





LEADS 
In the 
the company’s history, Tom Collins led 


CR. AMERICAN RESERVE 


greatest production month of 


the entire field force with paid-for life 
insurance in the amount of $306,252, ac- 
cording to an announcement by Travis 


T. Wallace, president, Great American 


Reserve. Mr. Collins started with the 
company February 15, 1947, having had 
no previous insurance experience. In 


his first seven and one-half months, he 
has paid for a total of $869,711 of life 
insurance plus a substantial volume of 
accident and health insurance. Mr. Col- 
lins not only led the production in Sep- 
tember, but he is leader in production 
for the year in both paid-for life insur- 
ance and initial commission earnings. 

Mr. Collins was formerly in the con- 
tracting and real estate business and is 
mayor of his home town, Dayton, Tex. 
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The sun had gone down and the purple 
of dusk was turning to the dark of night. A middle-aged 
man, smoking his pipe contentedly, walked down 
tree-canopied Shady Lane. 


As the man passed number 28, he saw a light 
come on in the living-room. It was a cheerful light that, 
somehow, seemed warmer than any of the lights in 
neighboring windows. 


The man often walked down Shady Lane and 
every time he saw that light in the window he felt the 
same glow of satisfaction. It meant that all was well 
within. Mrs. Allen had put her two children to bed and 
had settled herself for an evening of sewing or reading. 
Later some friends would probably drop in. 


Yet how different it might have been. The 
woman was alone with two children, but hardship had 
not moved in with them. 


The man in the street was a modest man, but 
he could not help feeling that he had played an important 
part in this story. He remembered the night he had 
persuaded Mr. Allen to take the step that had meant so 
much to his family just three years later. He could not 
help but feel that, if Mr. Allen could somehow be walking 
with him tonight, he would put a hand on his shoulder 
and say a simple, “I’m glad you came over that night.” 


The man walked on, thinking back upon his 
own life. He had been a New York Life agent for fifteen 
years and often—like tonight, for instance—he felt 
that he had chosen the best possible career for himself. 
He whistled softly as he turned off Shady Lane and 
headed toward home. 


NEW YORK LIFE * 


INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


LIFE AGENT 
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President Maclean Reviews Past Year; 


Some Of Features of Full Program 


Highlighting the three-day annual con- 
ference of Massachusetts Mutual Life’s 
general agents association this week at 
Hotel del Coronado, Coronado, Cal., was 
an address by Alexander T. Maclean, 
company president. He reviewed the 
progress of the 96-year old company, 
emphasizing the gains made during the 
current year. pee 

Officers of the association presiding 
were Charles H. Schaaff, CLU, president, 
Rochester, N. Y.; John W. Yates, vice 
president, Los Angeles; and Lovell rH: 
Cook, CLU, secretary-treasurer, Spring- 
field, Mass. Members of the program 
committee are Alvin T. Haley, CLU, 
Greensboro, N. C.; Frank T. McNaiiy, 
Minneapolis; and F, J. Van Stralen, 
CLU, San Francisco. 

President Schaaff opened the session 
by reviewing the activities of the organ- 
ization during the past year. Mr. Cook, 
as secretary-treasurer, conducted the 
roll-call and reported on by-laws. 

Chester O. Fischer, company vice pres- 
ident, introduced the new general agents. 
An address, “Programming the General 
Agent’s Estate,” was given by George 
E. Lackey, CLU, Detroit. Expanding 
this subject, John Ff’ Handy, company 
associate counsel, discussed “Pitfalls to 
be Avoided.” 

With no business sessions scheduled 
during the afternoon, the conferees 
viewed the “Billion Dollar Gold Room” 
of the San Diego Athletic Club, with 
its walls papared in worthless stock 
certificates, representing an original out- 
lay of over a billion dollars. 

At the dinner President Maclean pre- 
sented service emblems to six general 
agents. Highlights of the sessions Wed- 
nesday and Thursday were an address by 


ALEXANDER T. MACLEAN 


Vice President Fischer, on “Agency De- 
partment Plans and Operations”; two 
panel discussions on “Recruiting Plans 
in Action” and “My Agency Plans for 
1948”; and an address by Lawrence E. 
Simon, a general agent for the company 
at New York City, “The Life Insurance 
Market in 1948.” 

As guests of the Massachusetts Mutual 
general agents went on a cruise through 
San Diego Harbor. They viewed naval 
installations at San Diego and North 
Island, and had a conducted tour through 
one of the Navy’s airplane carriers. 


Discuss Recruiting Plans in Action 


“Recruiting Plans in Action” was one 
of the panel discussions of the Massa- 
chusetts Mutual general agents association 
conference at Coronado, Cal. As the first 
speaker, Angus B. CLO: 
Jacksonville, Fla., stressed the fact that 
the basis of all the operations of a general 
“There is no such 


Rosborough, 


agent is recruiting. 
thing as a static agency,” he said. “There 
cannot be. It either goes forward or back- 
ward. And the way for the agency to go 
forward is to recruit.” 

Discussing the various reasons why gen- 
eral agents are reluctant to recruit, he 
pointed out that the immediate results are 
usually meagre. It takes time for the new 
recruit to do much to improve the standing 
of the agency in the production column. 
Training a new agent demands proper or- 
ganization. For a recruit to succeed means 
the general agext has to be in a position 
to finance him. Helping to solve these 
problems, the Massachusetts Mutual has 
developed a definite training program for 
agency use, he went on, as well as an 
agent’s financing plan. 

In selecting men to serve as agents, the 
general agent must apply realism. Insisting 
on the very highest standards will save 
much grief in connection with recruiting. 
To determine beforehand the type of man 
desired, means the new agent thus selected 
will get into production quite quickly, 


solving the problem of deferred produc- 
tion and monetary return. 
Mr. Rosborough discussed the company 





plan for selection of a new agent, noting 
that selection depends a great deal upon 
the general agent’s personal observation. 
In locating recruits, personal contacts and 
the agent’s contacts are valuable. But, he 
warned, it is much better to be firm and 
weed out those who are failing, at once, 
than to wait and have their failure harm 
the efficiency of the agency as a whole. 

Silas B. Johnson, Madison, Wis., dis- 
cussed the system each general agent 
should set up and follow. “The maximum 
efficiency can be attained by recruiting a 
manageable number of highly selected 
men.” 

To prepare for recruiting, the general 
agent must be active in civic affairs, and 
must have access to many personal con- 
tacts. The second step is to investigate 
the sources for recruiting; namely, veterans 
organizations, employment agencies, centers 
of influence, leaders in civic drives, and 
the agents themselves should watch for 
likely prospects. Mr. Johnson recommended 
the Verne Steward Test which is used as 
a guide for appraising the qualifications of 
men and assists in the elimination of the 
unqualified life underwriter. 


Mr. Johnson noted that the size of the 
agency and the ambitions the general agent 
has for increased production determine the 
recruiting quota. “Recruiting.” he said, 
“is a long-range activity, in which today’s 
efforts bring results many months hence, 
and today’s neglect brings its retribution, 
likewise, many months hence.” 

In making the summation and elaboration 
on this topic, John W. Yates, Los Angeles, 
called attention to the obligation of every 
general agent to recruit, train supervise 








Vice President Fischer Tells of 


Plans Ahead by Agency Department 


In his address before the annual con- 
ference of company general agents at Cor- 
onado, Cal., this week, Chester O. Fischer, 
vice president of Massachusetts Mutual 
Life said, “It is the responsibility of the 
agency department of a life insurance 
company to create and make effective a 
program which assures the company ah 
adequate volume and steady flow of qual- 
ity business, and assures to policyowners 
prompt, complete and intelligent service, at 
a cost compatible with sound management.” 

To attain that objective, he said, there 
must be an adequate number of field rep- 
resentatives, well-tra‘ned and capable of 
doing their job. Building and maintain‘ng 
this essential field organization of qualified 
men demands constant attention. The very 
forces of nature will not allow a sales 
organization to remain stat‘c, because men 
grow old and die. 

To maintain a group of able and effec- 
tive men, the agency must have a program 
of constant search for the right type, care- 
ful selection and induction, thorough and 
continual training, alert supervision and 
motivation, and prompt elimination of 
those who fail. This, said Mr. Fischer, is 
the responsibility of the general agent. 

However, he added, cooperation between 
the company and the general agents is 
essential. An alert agency department can 
he of direct assistance to its general agents 
in the performance of their job. Regard- 
less of the delegation of responsibility to 
general agents, the agency department and 
the company continue to be accountable 
for seeing that the job is done. A program 
of cooperation embraces three general 
phases of activity: aid in assuring suitable 
working quarters, facilities and equipment, 
and clerical help; an adequate plan of com- 
pensation; and sound financial thinking and 
operation. There must be assistance in 
finding, selecting, and supervising field 
personnel. Coordinated up-to-date educa- 
tional and training program, sales material 
and plans. and sales promotional help must 
be available. 

The agency department and general 
agents have a common goal: to discharge 
fully the responsibility that rests upon 
them, of building and directing an organ- 
ization of able, loyal and effective field 
men and women. Such an_ organization 
will produce a satisfying volume of busi- 
ness and give policy-owners inteligent and 
conscientious service. 

Mr. Fischer referred to the joint obli- 
gations of the general agents and the 
agency department: to select field men on 
the basis of their intelligence, character 
and aptitude; to provide a plan of com- 
pensation that will offer suitable incentive 
and adequate reward; to make available 
opportunities for training, development and 
progress; to make promotions from within 
the ranks whenever advisable; to engage 





and inspire an adequate corps of career 
agents, fully qualified to take fullest ad- 
vantage of the unparalleled opportunity 
which exists in his territory. He said that 
there are plenty of good men available and 
that the prime requisite in recruiting is the 
will to recruit. He discussed his method 
of recruiting and emphasized the need for 
th general agent to develop and assist the 
new agent in harnessing his power. “No 
occupation, in my opinion, lends itself more 
completely to developing initiative, re- 
sourcefulness and self-expression as mar- 
keting life insurance; hence, the un- 
paralled opportunity for those who can 
qualify for the job. 

“To eliminate the unfit, as well as to 
discover those who, qualify in the higher 


(Continued on Page 15) 





CHESTER O. FISCHER 


in a program of developing competent su- 
pervisors and general agents. These re- 
sponsibilities call for teamwork, the general 
agent and the company doing their respec- 
tive part of the job. 

Mr. Fischer discussed the goal ahead of 
every general agent: the building of ade- 
quate representation throughout the terri- 
tory in which the field forces serve. 

“We are not talking of large volume 
production. There are many unsound ways 
of building production. We are talking of 
that growth and service and success that 
must “inevitably result from building a 
strong, adequate organization of men who 
are selected because they give promise of 
being qualified for careers in life under- 
writing, men who will succeed and grow 
in this business and who will be a credit 
to it. We are talking of a plan designed to 
give us a full complement of professional 
salesmen. 

“The term ‘profession’ implies expert 
knowledge and may be defined as a calling 
in which a specialized knowledge of science 
or learning is applied to the affairs ol 
others, either in advising, guiding or teach- 
ing them, or in serving their interests or 
welfare. 

“A program designed to develop an or- 
ganization of such men must be based on 
finding and training them, not only to write 
business, but to render such a professional 
service and to succeed by reason of it. 

“Such a program begins with  pains- 
taking and orderly selection, follows with 
a course of organized and continuing train- 
ing and includes a kindly but prompt ane 
firm elimination of those not qualified to 
succeed in the business. 


“The development of professional lite 
underwriters requires that the men we 
bring into the business be given right 
ideals, right training, and an association 
with those actuated by similar motives. 

“If we decide to engage in a united effort 
to attain the objective of adequate repre 
sentation during these next three years, 
let us firmly agree that it shall not be at 
the sacrifice of the quality of reprcsenta- 
tion in the slightest degree. Rather, 2s we 
strive for adequacy in number, let us em 
brace as an essential ingredient in tle plan 
the determination to continue to. make 
steady and definite progress in the "por 
tant fields of selection, training and »pef- 
vision, based on adherence to high stand- 
ards for the men we employ and retain. 
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With Columbus Mutual Life 





P. BANKS 


RENE 


For many years widely known life in- 
surance man, Rene P. Banks has been 
appointed general agent for Columbus 
Mutual Life at Youngstown, Ohio. He 
served for some years as general agent 
for Penn Mutual at Cleveland and pre- 
viously was general agent for that com- 
pany in Denver. 





HERSCHELL EMERY APPOINTED 





Named General Agent at Nashville for 
Mutual Benefit; Succeeds 
Louie W. Cherry 


Announcement of the appointment of 
Herschell Emery as general agent in 
Nashville for the Mutual Benefit was 
made by H. Bruce Palmer, superin- 
tendent of agencies. Louie W. Cherry, 
will continue his association with the 
company as a soliciting agent. 

Mr. Emery, who has been in the in- 
surance field since 1939, has been asso- 
ciated with Mutual Benefit for six 
years, both as agent and manager. He 
was appointed sales manager in In- 
diana last year. One of the companies 
outstanding producers, he has led pro- 
duction in the agencies where he has 
been stationed for a number of years 
and is a current member of the Million 
Dollar Round Table. 

Prior to his insurance work Mr. 
Emery served as a high school prin- 
cipal in the Southwest and was for 
fourteen years director of physical edu- 
cation in Oklahoma City. He was named 
that city’s most useful young citizen 
in 1933 as a result of his civic activities. 
He was also named outstanding sales- 
man in St. Louis in 1942. 


Mark Jess Hawkins Day 


October 21 was “Jess Hawkins Day” at 
the home office of Midland Mutual Life, 
Columbus, Ohio. Birthday greetings and 
congratulatory telegrams were received 
all day long by Mr. Hawkins, vice pres- 
ident and manager of agencies. The com- 
pany’s field representatives surprised him 
with hundreds of applications for the 
largest single day’s written volume in 
the company’s history. In addition to 
greeiing Mr. Hawkins on his birthday 
the «gency force was expressing its ap- 
Preciation of his 25 years of loyal and 
efficient service to the company, which 
he completed on October 1. The com- 
pany’s 1947 written volume is about 4% 
ahes| of the 1946 written business for 
the same period. 








HEAR JAMES G. BRUCE 
James G. Bruce, vice president and 
Secretary, Colonial Life, spoke at a 
recent meeting of the Middlesex County 
chapter of the Life Underwriters Asso- 
Cation at Perth Amboy, N. J. His 
topic was the Guertin Legislation. 


MUTUAL BENEFIT CONFERENCE 

A two-day conference of leading pro- 
ducers among the first-year agents of 
the Mutual Benefit Life was held here 
this with thirty-three 
three management training students and 


week agents, 


ten company officers in attendance. 
John S. the 
company, and Holgar J. Johnson, pres- 
ident of the Institute of Life Insurance, 
addressed the group at a dinner. The 
conference was arranged by John O. 
Wilson, assistant superintendent of 
agencies. 


Thompson, president of 





PRUDENTIAL APPOINTMENTS 

The Prudential has appointed seven 
Southern California residents to the staff 
of its newly established Western home 
office. The new appointees, all veterans 
of World War II, are Charles E. Rhoads, 
Robert E. Cooling, James R. Raub, 
Wayne G. Wilson, John M. Flowers, Jr., 
Vic Alberty, John S. Edwards. 





Richard C. Bowles, son of George A. 
Bowles, Virginia Commissioner, has 
been promoted to assistant manager in 
the Herbert R. Hill agency, Life Co. of 
Virginia. 





General Electric Pensions 

In a statement this week the General 
Electric Co. said that benefits lost to 
its employes through abolition of the 
13-year-old _ profit-sharing 
plan would be more than compensated 


company’s 


for from the standpoint of regularity 
and total returns by a new pension plan 
voluntarily put into effect by the com- 
pany. 

The Buffalo Life Managers Associa- 
tion will hold its first meeting of the 
season November 7. 





¢y VITAMIN “S” 


Starting from scratch in November 1945, State Mutual’s Group Depart- 


ment has shown an almost unbelievable growth. Fed by Vitamin “S” .. . . that’s 


the sales vitamin compounded from a large volume of quality business received 


from many sources . . . . its rapid rise is one of the outstanding organizational 


achievements in the Group Insurance field. For the first six months of this year, 


State Mutual Group Life sales were 106% of the sales for the entire year 1946. 





With a complete line of coverage, streamlined accounting procedure, fast, 


friendly claim service and a sales organization on its toes, STATE MUTUAL 
IS DOING THINGS in the Group field as in others. 
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PRUDENTIAL OPENS NEW OFFICE 

Opening of an office in the Flat Iron 
$85,535,000 in Canada for September, 3uilding in Knoxville has been an- general counsel, National Life of Ver- 
according to figures compiled by the nounced by The Prudential. The new mont, addressed the recent meeting of 


Life Insurance Agency Management office will handle sales and service of the Pittsburgh Life Insurance and 
Trust Council. Mr. Davis discussed 


“Business Insurance.” 


































CANADIAN LIFE PURCHASES 


New life insurance purchases totaled 


D. C. DAVIS PITTS. SPEAKER 
Deane C. Davis, vice president and 


Association and announced by the weekly premium industrial insurance. 
Canadian Life Insurance Officers Asso- 3enjamin G. Crosland has been named 
ciation. The figures designate only the to head the new office as manager. John 
Ordinary insurance brought into force R. Taylor and Dale E. Patton, formerly 
and do not include dividend additions, agents in the company’s offices in EIli- 
reinsurance. acquired, pension bonds cott City, Mo. and Cumberland, Mo. re- 
without insurance, annuities, Group or spectively, have been appointed assistant 
wholesale business. district managers. 





HOMER F. DREW DEAD 
For many years a Buffalo agent of 
the Massachusetts Mutual Life Insur- 
ance Co., Homer F. Drew, 77, died re- 
cently. He retired about two years ago. 
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With This Statement? 
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Pticae 25 l, as “If I see enough people 
or 5 8S ( og 4 I will make sales.” 
eehets® Ney 
2d Well, there’s nothing wrong with the statement exactly 
— it just doesn’t go far enough. Connecticut Mutual agents, 
: 4 on the other hand, like to enlarge the statement — complete 





it, you might say — so that it reads: 
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16 yy =O “If I see enough people 

“ ) 25 who know me and my service, 
7, eg 







’ I will make more sales.”’ 






One important way in which the Connecticut Mutual 
helps its agents increase their prestige and acquaintanceship 
is to make available to them a complete personal advertising 
service. During the past year, for example, Connecticut 
Mutual agents used: ° 
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4 247,933 Direct Mail letters 


\ ” 450,000 copies of ConMuTopics, Jr., (a small newspaper con- 
taining the agent’s picture and imprint.) 










180,000 Prestige Builders (a series of mailing pieces awarded 
those who attain membership in the Dependables.) 


95,000 Wall calendars 
Plus many thousand booklets, pamphlets, blotters, etc. de- 
signed to assist the agent in every phase of the selling 
job. 













The wide array of “advertising assistants” at his disposal 
makes it possible for the Connecticut Mutual agent to plan 
his own program of personal advertising. The result, more 
and better interviews, and more sales. : 
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Brooklyn General Agen? 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951.2.3 























Ordinary Business Shows 
7% Decrease for Sept. 


Nevada showed the greatest sate of 
increase in Ordinary life insurance sales 
in September, with Wyoming second and 
New Hampshire third, it is reported by 
the Life Insurance Agency Management 
Association of Hartford, which lias an- 
alyzed September sales by states and 
leading cities. Countrywide, Ordinary 
business decreased 7% in September 
compared with September, 1946, while 
Nevada sales gained 40%, Wyoming 18% 
and New Hampshire 13%. 

For the first nine months, with na- 
tional Ordinary sales down 6% from a 
year ago, Nevada led with an increase of 
27%, with South Dakota in second place, 
up 16% over the corresponding period 
of last year. 

Among the larger cities, Detroit was 
the only one to show an increase for 
September, its gain being 8%. St. Louis 
showed the same figure as last year. 
Los Angeles led for the nine months 
with the smallest decline, down 5%. 





C. P. SNYDER TRANSFERRED 


Clarence P. Snyder, formerly mana- 
ger for the Metropolitan Life at Han- 
cock, Mich., has been transferred, as 
manager, to the company’s Saginaw, 
Mich., district. He succeeds W. L. 
Burchill who has retired under the 
Metropolitan’s insurance and_ retire- 
ment program. 

Mr. Snyder began his Metropolitan 
career as an agent in the Gratiot (De- 
troit), Mich., district in 1930. Promoted 
to an assistant manager in 1934, he was 
placed in charge of the Ashland de- 
tached office of the Superior, Wis., dis- 
trict, subsequently holding the same po- 
sition at the Ironwood detached office 
of the district. He was advanced to a 
field training instructor for Great Lakes 
territory in 1944, a position he held un- 
til his appointment to manager of Han- 
cock, Mich., in June, 1945. 





PAYMENTS BY CANADIAN COS. 


More than $14,000,000 was paid out 
to beneficiaries and to living policy- 
holders by life insurance companies 
operating in Canada during August. 
The figures were compiled by the Cana- 
dian Life Insurance Officers Associa- 
tion and based on data of companies 
representing more than 95% of thie life 
insurance in force in Canada. Death 
and accidental death claims reached @ 
total of $5,723,259 paid to beneficiaries 
of 1,700 Ordinary life policies, 1,48 
Industrial policies and 548 Group poli- 
cies. The sum of $2,301,221 was paid in 
matured endowments of 1,243 Ordinary 
policies and 2,735 Industrial policies. 

Disability benefits amounted to $279; 
822; annuity payments $452,123, and 
surrender values $3,036,382. Dividends 
to policyholders reached the total 0 


$2,355,386. 
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Life Insurance Advertisers Assn At (Quebec 





Favorable Outlook to 
Last Years—Woodward 


MANY FACTORS MARK TREND 


Mutual Life Economist Says Thought 
Needs To Be Given to Growing 
Institutionalized Savings 


ife insurance is working in a favor- 
alle environment which is likely to con- 
tinue for many years, said Donald B. 
Voodward, economist, second vice 
ident of Mutual Life of New York, 
in a talk before the Life Insurance Ad- 
vertisers Association at Quebec last 
week. He cited the need for all bene- 
ficiaries to have more dollars, growing 
dependency, increasing families and 
longer lifespan among these favorable 
factors. Referring to the record new 
life insurance production, he said “If 
the volume of new Ordinary business in 
1946 had the same relationship to dis- 
posable income as it had in that pre- 
vious period of prosperity, new business 
would have been a third higher than 
it was. New Ordinary sales would have 
been about, $20 billion instead of about 
$15 billion.” 

Mr. Woodward displayed twenty-one 
charts graphically illustrating the main 
points of his talk. Those at the end 
showed the great growth of institution- 
alized savings. On this subject he said: 


Private Long Term Debt and Savings 
Institution Assets 
“If the savings institutions could in- 
vest only in private long term debt, it 
is evident that they would now have 
virtually all of it, leaving none at all 
for all other types of investors. It is 
very interesting to conjecture what 
these institutions would have done had 
the large rise in the public debt not 
occurred. It is interesting to conjecture 
to what extent they are dependent on 
future rises in private and public debt 
to be able to take care of the rapid 
rise in the funds they administer. 
“The growing size and economic role 
of these savings institutions, of which 
life insurance is preponderant, carry 
certain portents for the future which I 
believe are important for all of us in 
the business to think about long and 
deeply—and by no means least, you 
who develop and carry the messages. 
“We need to think deeply about the 
economic power which accrues with this 
size, and the possible political conse- 
quences of this position. For more 
than a generation this economic power 
has been a matter of great concern in 
the United States to many of the 
thoughtless, and as well to many of the 
thoughtful. That public concern was 
evidenced by the Armstrong-Hughes in- 
vestigation in New York forty years 
ago, by the Pujo investigation in Wash- 
ington just before the first World War, 
and by the recent T.N.E.C. investiga- 
tion. And the size and economic role 
IS now greater, and growing faster, than 
at those times. Now I don’t want to be 
misunderstood: I am not suggesting 
that these savings institutions are too 
big, nor that they are growing too fast, 
nor that they have too much power, 
nor that they in any sense are misusing 
that power. I simply suggest that when 
the busy, thrifty, praiseworthy little 
hee grows to the size of the elephant, 
he creates quite a lot more breeze as 
he buzzes about on his business and it 
is uch more important that his fellow 
creatures know clearly that his activi- 
ics are of the purest humanitarianism. 
he pictures also make another sug- 
k€-tion: we need to think deeply about 
the economic role of these institutions. 
savings process is enormously im- 
Po'lant in providing capital for the pro- 
Cuciion enterprises of the nations, 
thereby increasing productivity and the 
standard of living. So far, the institu- 
tions both by law and by choice have 


How E. S. Churchill Uses Personalized 
Advertising Told to Life Ad Group 


Effective use of personalized adver- 
tising material was discussed before the 
Life Insurance Advertisers Association 
meeting at Quebec City last week by 
Edward S. Churchill, CLU, member of 
the Million Dollar Round Table, who 
is connected with the Glenn B. Dorr 
agency of Massachusetts Mutual Life 
at Hartford, Conn. Telling of his early 
efforts in this line he said 

“IT ran numerous small ads in the 
Hartford papers featuring my still 
rather youthful physiognomy with the 
allegation that I was competent to cope 
with the most complicated and involved 
problems any individual might be wres- 
tling with. As I look back on it I mar- 
vel at the temerity which permitted 
such outbursts, but I still think it one 
of the best procedures for an agent to 
use in making himself better known in 
his community. I am told that the pat- 
tern we used at that time has been 
made a part of that particular com- 
pany’s standard advertising material and 
that many of their agents have used 
such newspaper advertising to advan- 
tage since. 

“Tl might remark that the final and I 
think the most effective series of this 
sort that I used was one in which I 
published brief articles under the title 
‘Planning a Future,’ which I prevailed 
upon the local newspaper to place on 
the same page which featured the Boake 
Carter and David Lawrence columns— 
the idea, of course, being to have all 
of the famous commentators on the 
same page. 

“At about this point I found myself 
turning to the publication of personal- 
ized pamphlets and booklets. I won't 
go into their contents, but the titles 
may give you some idea of the type 
of stuff involved. There was ‘The 
Churchill Plan—A Modern Life Insur- 
ance Method for the Man of Means.’ 


Agents Welfare 


(Continued from Page 3) 


2. Competition of more plentiful con- 
sumer goods. 

3. A high level of prices which will 
both slow up sales and increase lapses. 

4. High turnover of agents—man- 
power floating in and out of the busi- 
ness. 

5. Increased attention to weak and 
marginal producers as terminations in- 
crease and recruiting becomes more dif- 
ficult. 

6. Public dissatisfaction as 
pressures increase. 

“These problems are tough, but 
they’re not hopeless,” Mr. Jenkins went 
on. “We have the resources, the ability, 
and the means of preventing the return 
of unsatisfactory agency conditions if 
we all will face the agent’s prob!ems 
and recognize them as our own.” He 
urged the following steps be taken: 

1. Establish and enlarge market re- 
search facilities and studies with a view 
toward finding a relation between the 
number of men who can be put into 
the field and the available market in 
which they can survive. 


sales 





provided that capital in very restricted 
ways—preponderantly through bonds 
and mortgages to certain types of bor- 
rowers. But the charts suggest that at 
least for the present something like 
saturation of these forms may be ap- 
proaching. Indeed they suggest that 
had the large war necessitated expan- 
(Continued on Page 15) 


Then came ‘The Churchill Yardstick’ 
which was presented as an aid to em- 
ployers in selecting a company for an 
employes’ pension trust program, and 
finally ‘The Churchill Formula,’ de- 
signed to assist in staffing benefits un- 
der a pension trust. This last you may 
have seen mentioned in Prentice-Hall 
and other services. These were used to 
accomplish the double purpose of pre- 
senting my personal services and at- 
taching my name to the more compli- 
cated phases of life underwriting, which 
1 had come to feel essential to the at- 
tainment of volume production under 
today’s conditions. 

“We haven’t time this morning to go 
into detail on the results obtained by 
those various bits of personalized ad- 
vertising, but I can say that one or 
another of the three pieces of material 
I just mentioned was definitely instru- 
mental in closing approximately 70% of 
my business last year and that over 
$600,000 resulted from call-up sales 
prompted in most instances by this 
backgrounding of promotional material. 
Most of these calls, of course, came 
from people whom I had been working 
with and probably would have been 
calling on again, but well over a quar- 
ter of a million of business came from 
people I had not met and _ probably 
would not have come in contact with 
had they not made the initial approach. 
From this you can perhaps get a quick 
idea of what I have been doing in the 
way of utilizing advertising facilities. 
You will readily see that I am an ex- 
ponent of the idea that the agent 
should personalize his advertising copy 
to the ultimate, and I feel quite strongly 
that you of the advertising depart- 
ments of the various companies might 
do well to place additional emphasis 
on helping your  better-established 
agents to perfect this type of adver- 
tising to a greater extent.” 


2. Create and develop more special- 
ized sales helps for the older, estab- 
lished producers—who as a group con- 
stitute 35 to 40% of our agents and 
produce 80% or more of all the busi- 
ness—with the objective of building 
their effectiveness and production still 
further. 

3. Develop and improve “service” 
tools which will help an agent keep 
a client and thus promote persistency 
as well. 

4. Strengthen and uphold the current 
recognition of the agent as a_ profes- 
sional worker or independent business- 
man. 

5. Upbuild management’s 
with agents through a frank, 
forward approach to their problems, 
thereby strengthening the companies’ 
relations with agents—and through them 
their relations with the public. 

“Tt will take frankness and straight- 


relations 
straight- 


forwardness in the years ahead to 
strengthen and upbuild our relations 
with agents—and through them our 


relations with the public,” said Mr. 
Jenkins. “You men who are skilled at 
putting the clear, direct, and forceful 
word onto the printed page must help 
us in that. Sales managers learn young 
to be artful dodgers in order to stay 
alive. We need your artistry in plain 
speaking and expression. 

“In closing, let me answer one crit- 
icism which may be offered of what I 
have said here—and perhaps of what 
[ have said at times before. Why all 
my interest in the welfare of this 
agent? Is it pure sentimentalism? So- 
called social consciousness? No. I 


Bryden on Outlook 
(Continued from Page 3) 


should look forward to being trustees 
for a further increasing proportion of 
these savings. 

The Future 

Continuing Mr. Bryden said: 

“This makes the use to which these 
funds are put of paramount importance 
to the national economy. Basic to the new 
pattern too, it seems to me, will be rela- 
tively high progressive personal tax rates 
and high death duties. This will have the 
result of cutting down in the future the 
amount of equity capital which formerly 
was derived from this source. This well 
of equity capital has enabled the life 
insurance companies to invest their 
funds under investment restrictions 
which were mainly based on a debt psy- 
chology—bonds and mortgages. But it 
does not look as if the future will show 
as great a suchion for debt creation, and 
it seems to me imperative that life insur- 
ance funds be placed in a position of 
being able to supply some portion of this 
equity capital, particularly with regard 
to new enterprises. Some recent amend- 
ments to some of the Insurance Acts of 
several State Legislatures in the United 
States, allowing the acquisition and own- 
ership of income producing real estate, 
and particularly those changes which 
have made the specific investment provi- 
sions of the Act applicable to only 95% 
of the assets—thus giving a 5% area of 
experimentation in which new uses for 
insurance funds can be tried and new 
investment media can be developed 
are a step towards making possible wider 
usefulness for life insurance funds and 
not endangering policyholder security. 

“Not only will such legislative chz nges 
have to occur but also those of us 
entrusted with the responsibility of the 
investment of funds will have to broaden 
our conception of the role of life insur- 
ance funds. Most of us experienced 
the dislocation of the markets in the 
early thirties and have not forgotten the 
experience. Then for the last several 
war years we talked virtually nothing but 
government bonds, and that was not con- 
ducive to sharpening our judgment of 
risk. But life insurance funds have a 
job to do in promoting capital invest- 
ment, and we must move to the best of 
our ability to see that our funds are still 
more usefully and yet safely employed im 
the national interest, and if they are so 
employed in the national interest that 
will be in our interest too.” 





sincerely believe it is only enlightened 
selfishness. We managers have few 
problems that do not almost miracu- 
lously dissolve as our agent prospers 
and gains the respect of the public he 
meets. Moreover, the slightest changes 
for better or worse in the individual 
agent’s welfare quickly reflect them- 
selves on that most sensitive barometer 
of our operations—our unit cost of 
acquiring business. You advertisers will 
get multiple returns compounded over 
and over from your expense and effort 
as you are able to bring to your work 
the backing of solvent, respected field- 
men. Most of the waste we have in 
our distribution system, most of the 
loss we occasionally suffer in a buyer’s 
esteem, yes, and most of the gains we 
make in our public relations key them- 
selves around this man. It is first be- 
cause these things are true, then be- 
cause I every day find new reasons for 
admiration of the fieldman and the job 
he does, and only lastly because I am 
a kind-hearted guy—for these reasons 
I take deep interest at all times in 
improving the agent’s welfare. For the 
same reasons, I solicit your increased 
interest in his welfare in the years just 
ahead.” 
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our kind of people 


HEN your wife says: “Let’s have the Smiths 
W... dinner,” your immediate reaction is... 
sure... like them... 

The Smiths, somehow, are your kind of people. 
You like the way Ned plays golf, or the way he 
treats his children, or his ideas, or the active part 
he takes in worthwhile community activities — or 
a hundred other significant things that make him 
Stand apart. 

All your life you’ve felt this way about people 
and places and possessions as well as companies 
you do business with. The desire to stand with, 


and belong to, that which you believe in is as old 
and as natural as the human heart. 

Many policyholders tell us that’s the way they 
feel about Northwestern Mutual. If you'll inquire 
—and it will be well worth your while to do so 
— we think you'll discover why Northwestern 
Mutual policyholders are loyal and enthusiastic to 
a remarkable, and significant, degree — both about 
their company and the agent who serves them. 

So when a Northwestern Mutual agent calls on 
you — see him. He’sa career life insurance man — 


whose objective is wrapped up in your life pfans, 


rather than just in the policies he delivers, Remem- 
ber, Northwestern Mutual life insurance is avail- 
able only through Northwestern Mutual agents. 





THE Northwestern 


Mutual 


LIFE INSURANCE COMPANY 


Milwaukee, Wisconsin 


* 90TH ANNIVERSARY YEAR * 











No company excels Northwestern Mutual in that happiest of all business relationships — old customers coming back for more! 
This advertisement appeared in The Saturday Evening Post 
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Outlook Favorable 


(Continued from Page 13) 


of public debt not occurred, the 
investment problem might even now be 
yery acute. I am not suggesting for a 
ent that we have or are threatened 


sion 


mo! 
by oversavings in the aggregate, for the 
neeis for capital both within our coun- 


tries and the world outside are enor- 
But we may, sooner or later, 


mous. 
nee! to consider carefully whether the 
traditional quarters in which we have 


bestowed our honey or are now or will 
in the future be the most socially and 
economically appropriate for all of the 
honey to go. We may need to look to 
new areas and new forms of invest- 
ment. Indeed in recent years our in- 
stitutions have begun to do so, and it 
may well be that so far there has been 
only the merest beginnings. With his 
srowing size and in the changing world, 
the elephantine bee may need to find 
other plants to ‘pollinize, and other uses 
for his honey. 


More Attention to Economics and 


Politics Needed 


“These facts suggest that conditions 


searchers as long-haired persons too 
complicated for the world of reality, 
unable to talk or write with any ap- 
proach to simplicity or understandabil- 
ity, oblivious to the facts of deadline 
and space. And sometimes the re- 
searchers have regarded some of your 
predecessors as dealers in the super- 
ficial, interested only in the phrase and 
indifferent to the fact, large spenders 
on large space or time regardless of 


content, artists with blurb, blast and 
whitewash. 
“But these barriers, whatever their 


reality, are, I submit, superficial. More- 
over, in the conditions to come, they 
should disappear as both professions 
operate on the larger scene in the 
broader scope for which the future 
calls. Research personnel is already 
becoming less unnecessarily abstruse 
and your profession is surely becoming 
a larger user of facts. You have a 
very great deal to teach the researchers 
in clarity, focus and identification of 
problem. They, I believe, can, if you 
will permit, give you much of fact, of 
interpretation, of interrelationship of 
phenomena. If that mutual aid be en- 
couraged, if each profession give the 
other a little more patience and toler- 
ance, I believe both can proceed toward 
the future with greater ability to meet 





W. B. Edwards 


Left to right: Alan Kennedy, H. M. Kennedy, C. Russell Noyes, R. B. Taylor, 
L. Russell Blanchard 


which lie ahead are likely to call for 
greater attention to economics and poli- 
tics. This is the burden of my second 
speech. The growing size of these in- 
stitutions, and the growing concentra- 
tion of savings in them, mean that all 
involved have broader horizons, have 
more areas and distances to cover, have 
larger responsibilities within the busi- 
ness and in the relations between the 
business and the rest of society. 


“In the conditions which lie ahead it 
Sseenis to me there could be much mu- 
tual professional advantage, and much 
advantage to the life insurance businéss 
in a closer working relationship than 
sees generally to prevail between two 
ol the professions involved. One is 
those of us devoted to research in po- 
litica! economy and life insurance. The 
other is your profession of Mercury, 
dealing with the relations between life 
msurance and the rest of society. Logi- 
cally and functionally the two jobs are 


very closely related and ideally de- 
oi | to aid each other. To a degree 
they do, but I believe the aid could be 
Much greater, 

nM ertain obstacles exist which prob- 
ably 


lave prevented closer affiliation up 
bad now. Perhaps you will agree that 
fach’ job has tended to be rather nar- 
row, rather highly specialized and tech- 


ee too often researchers have lost 
a hie in clouds of Statistical ob- 
ei - while sometimes at least 
hidden 4 er predecessors have been 
a vehind ems and picas and com- 


Some of you have regarded re- 


the problems, greater accomplishment, 
greater service to life insurance, and 
greater service to society. The muse 
of the researchers can be more produc- 
tive, while Mercury, himself one of the 
twelve Olympian gods and their mes- 
sage bearer, clad in his winged slip- 
pers, can be more sure footed and the 
lyre which he invented can sing even 
more sweetly and persuasively.” 





HONOR MICHAEL J. FOLEY 

Michael J. Foley, manager of The Pru- 
dential’s Albany office was guest of 
honor at an informal reception recently 
in honor of the anniversary of his thirty- 
five years of service with the company. 
He was given a diamond ring and a scroll 
signifying membership in the company’s 
“Old Guard,” an organization of veteran 
employes. Presentation was made by 
Norvelle J. Bush, regional manager of 
the Newark office. Mr. Foley joined the 
company in 1912 as an agent. He served 
as assistant manager in district offices 
throughout the east and was named 
Albany manager in 1931. 





MARKS 25th ANNIVERSARY 

James W. Branigan, manager of The 
Prudential’s district No. 16*in Brooklyn, 
observed twenty-five years of service 
with ‘the company this week. Mr. Bran- 
igan joined the company as an agent in 
1922. He was assigned to the Hempstead 
office wher he later served as an assist- 
ant district manager. He also served 
in that capacity in Flushing. He assumed 
his present post in 1929, 












HEARD on the WAY 








In the accompanying picture President 
A. Lincoln of the Metropolitan 
Spahn, 


Leroy 
Life is congratulating Glen J. 
second vice president in charge of the 
company’s Canadian head office in Otta- 
wa, upon his twentieth anniversary with 
the company. 

Mr. Spahn began with the organiza- 
tion as an agent in Rockford, Ill. He 
was an executive in the home office of 
the Metropolitan when the Canadian 
appointment was made this year. The 
twenty-year service emblem presentation 
was made to Mr. Spahn at a buffet sup- 
per in the Waldorf-Astoria attended by 
many of Mr. Spahn’s fellow officers, and 
by a group of district office managers, 
two from each of the company’s terri- 
tories, who were present in New York 
at the time for a home office manage- 
ment conference. 


General opinion of those attending 
Life Insurance Advertisers Association’s 
meetings in Quebec last week that it 
was one of most stimulating gatherings 
the association has held. Among those 
sitting through the convention were 
President William M. Anderson, Cana- 
dian Life Insurance Officers Associa- 
tion; and John J. Parker, president and 
managing director, Imperial Life, both 
of whom made short addresses of wel- 
come. Luncheon talk by Don Hen- 
shaw, MacLaren Advertising Co., was 
of an inspirational nature. Powell 
Stamper, retiring president, received an 
ovation at the end of his talk on im- 
proving public relations in insurance 
which he said was by performance. Hu- 
mor was keynote of talk by Mrs. Bj. 
Kidd of Lewis & Gilman, Inc., Phila- 
delphia advertising agency, in which 
she discussed what is the best appeal 
to make to women in life insurance ad- 
vertising. She explained difference be- 
tween masculine and feminine reactions 
to ads. Russell J. Wood, assistant gen- 
eral manager, Imperial Life, and A. H. 
Thiemann, assistant secretary, New 
York Life, told life advertisers part in 
National Quality Award. J. P. Lyons, 
Manufacturers Life, presided at open- 
ing session, other presiding officers 
were Powell Stamper, A. H. Thiemann 
and Clyde W. Ferguson, Union Central. 


Russell Blanchard was chairman of 
exhibits committee presentation § of 
awards. 


Edmund T. Mimne, assistant vice 
president, New York Life, on October 
27 observed his fiftieth anniversary 
with New York Life. Mr. Mimne 





SURRENDERS LICENSES 


Howard U. Good, Albany, Returns 
Those of Four Companies to N. Y. 
Insurance Department 
Following an investigation by New 
York State Insurance Department com- 
plete reimbursement has been made to 
seven veterans for compensation with- 
held under on-the-job training program 
formerly in effect in the office of 
Howard U. Good, Albany, a general in- 

surance agent. 

Although the Empire State Mutual 
had no knowledge that the agreement 
with seven full-time agents was not be- 
ing carried out it has voluntarily paid 
each agent the entire difference be- 
tween his commission earnings and the 
amount which he had been promised. 
The company’s agency agreement with 
Mr. Good has been terminated.  Li- 
censes held by Mr. Good as agent of 
three other companies have been sur- 
rendered to the Insurance Department. 





Leroy A. Lincoln (left) and 
Glen J. Spahn 


started as an office boy for Vice Presi- 
dent Henry Tuck in 1897. In June, 1904, 
he was transferred to the classification 
committee, which is concerned with the 
selection and rating of risks for life 
insurance. He became chairman of the 


committee in June, 1920, and he was 
appointed assistant secretary of the 
company November 11, 1925, and as- 


sistant vice president on May 12, 1943. 
Executive Vice President John S. Sin- 
clair presented Mr. Mimne with a gold 
medal emblematic of membership in 
New York Life’s “Half Century Club.” 


About 125 of Mr. Mimne’s friends 
and associates at the New York Life 
honored him at a dinner at the New 


York Athletic Club on October 27. 


The Canadian edition of “Farm 
Women Asked Us” has been issued. It 
is similar to the American edition pub- 
lished by the women’s division of In- 
stitute of Life Insurance except that the 
Canadian Life Insurance Officers Asso- 
ciation has deleted reference to Social 
Security and to National Service Life 
Insurance, neither of which apply in 
Canada. Also, it has changed terms and 
figures to conform to Canadian forms 
and practice. The booklet will have 
wide circulation in Canada. 

Nazla L. Dane is head of the women’s 
division of Canadian Life Insurance 
Officers Association. 

Uncle Francis. 


Recruiting Plans 
(Continued from Page 10) 


brackets, we always give the Steward, 
sureau and Agency tests. By agency tests, 
we mean our philosophy of life and our 
interpretation of life insurance—what it is 
and what it does. The degree of the re- 
cruit’s understanding and motivation, ob- 
served by us in the first and subsequent 
interviews, plus the social and business in- 
telligence which he displays, largely de- 
termines our final decision as to whether 
we are willing to train him, regardless of 
the high aptitude which he shows in the 
various other tests. Unless we can set him 
on fire about life insurance and the oppor- 
tunity which it offers for self-development; 
knowing increasing numbers of worthwhile 
people; service to individuals, families, 
business enterprises and estates; invest- 
ment programs and money-making in the 
first 10% of American incomes, we look 
for another man.” 





The 
tion, 


New England Order of Protec- 
3oston, a Fraternal organization, 
has signed with the full Yankee Net- 
work to renew their current series of 
one-minute participations in the Yankee 
Network News Service broadcasts. 
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COST OF ACCIDENTS 


The latest figures respecting the 
number of persons killed or injured in 
accidents in this country have been 
made public by William A. Irvin of 
New York, chairman of the board of 
trustees of the National Safety Council. 
Figures are given in connection with 
the national “Green Cross for Safety” 
movement to be carried on by the Na- 
tional Safety Council in cooperation 
with community safety organizations as 
a public service. Here are some figures 
given by Mr. Irvin for 1946: 


Number of persons killed in accidents— 
99,000. 

Number of persons injured—10,400,000. 

Number of deaths by motor vehicle 
accidents—33,700. 

Number of persons killed in 
places not connected with 
17,000. 

Number of persons suffering non-fatal 
accidents receiving some permanent 
disability—370,000. 

Cost to country of these casualties— 
$6,400,000,000. 

Wage loss because of casualties last 
year—$2,500,000,000. 

Medical expenses because of deaths or 
injuries from accidents—$400,000,000. 


Mr. Irvin gives the property damage 
by motor vehicle accidents as $900,000,- 
000; fire loss as $554,000,000 and indirect 
costs as $1,300,000,000. The Green Cross 
for Safety movement will be conducted 
nationally and as a specific community 
project. 


public 
traffic— 


FIRE PROTECTION ENGINEERING 

There are so many facets to the fire 
insurance business that those who are 
closest to it may neglect one of the 
most important—fire protection engi- 
neering. Last year fire losses in the 
United States ran to an all-time high 
of $700,000,000, many of them in indus- 
trial plants, thereby further retarding 
the production of 


goods so_ sorely 


needed by the people. This condition, 
according to C. W. Pierce, president of 
the Factory Insurance Association, in 
an article prepared for the November 
issue of the association’s house organ, 
is awakening the public to demand ac- 
tion. 


This situation, he says, spotlights the 
functions and responsibilities of the in- 
dustrial fire protection engineer. Mr. 
Pierce thinks it is time that this impor- 
tant figure in the fire insurance busi- 
ness should take his place in the public 


mind along with the underwriter, the 
producer, the claim man and the other 
elements which go to make up fire in- 
surance. 

The article places emphasis on the 
experience required to 
produce a competent fire protection en- 
gineer. He must have years of pre- 
liminary education in his chosen field 
and knowledge gained through experi- 
ence gained from specific losses, coun- 
trywide. He must also continue re- 
search in new technical fields and labo- 
ratory tests. 


training and 


As a result of American genius, it 
continues, the demands of war produc- 
tion and technical research, many new 
and everchanging problems presently 
test the resourcefulness of the engineer. 
His responsibility is not to delay or 
stop progress, but rather, to find ways 
and means to safeguard new hazards 
in a practical way and in so doing, he 
is making a contribution to the na- 
tional economy by helping to reduce 
losses of property by fire, with the in- 
evitable contingent loss of production, 
property and jobs. 

Mr. Pierce, an experienced fire pro- 
tection engineer makes it 
abundantly clear that the competent 
fire protection engineer is a practical 
man; he deals with facts, not theories; 
he must have initiative to sense the 
unusual in connection with the intrica- 
cies of new problems and resourceful- 
ness in applying new protective tech- 
niques. 


himself, 


Of course, it is a joint problem and 
the fire protection engineer must have 
complete cooperation from plant man- 
agement in order to fulfill his duty. It 
is now apparent that the public is 
aroused by the inordinate number of 
fires which might have been prevented. 
It is alarmed by the huge property 
lossees, to say nothing of the losses of 
It may well be that under these 
circumstances, the number of able fire 
protection engineers which the insur- 
ance companies and their organizations 
are furnishing to the public will meet 
with more enthusiastic cooperation in 
their endeavors to stem the nation’s 
fire losses. 


lives. 





W. J. Swordling has joined the Los 
Angeles office of Toplis & Harding, 
independent adjusters, and will spe- 


cialize in aviation losses. 





GEORGE W. BOURKE 


George W. Bourke, vice president and 
managing director of the Sun Life As- 
surance Co. of Canada, was honored 
in the September issue of Canadian 
Business by the publication on_ its 
cover of above painting of him done by 
Grant Timmermann. 

* * * 


Thomas I. Parkinson, Jr., Howard 
Colgan, Jr., and Edward H. Stiefel have 
become members of the law firm of 
Milbank, Tweed, Hope & Hadley, 15 
3road Street, New York, which law 
firm is counsel of Chase National Bank 
and of New York Stock Exchange. A 
graduate of Harvard University, class 
of ’34, and of University of Pennsyl- 
vania Law School, class of ’37 Mr. 
Parkinson went with the law firm in 
November, 1937, and was admitted to 
the New York bar in October, 1938. 
His father is president of Equitable 
Life Assurance Society. 
x * x 


Gordon H. Campbell, of Campbell & 
Vineyard, general agents, Aetna Life, 
Little Rock, was the recipient of a spe- 
cial award from the Arkansas Athletic 
Officials Association, at their annual 
meeting recently. A gold football em- 
blem was presented to Mr. Campbell, 
with an inscription thanking him for 
“outstanding service to amateur ath- 
letics” in Arkansas. For twenty-five 
years, Mr. Campbell was reelected each 
year as president of the association, 
serving as a football referee and um- 
pire himself, while active in that work. 

x ok Ok 

Harry M. Simon of Harry M. Simon, 
Inc., 350 Fifth Avenue, New York, has 
been appointed chairman of the gen- 
eral insurance brokers division of the 
Federation of Jewish Philanthropies 
for the current fund raising campaign. 
The planning committee will hold a 
luncheon meeting at the Empire, State 
Club, Fifth Avenue and Thirty-fourth 
Street, on October 30. 

x * x 


L. Douglas Meredith, executive vice 
president, National Life of Vermont, 
was elected a member of the board of 
governors of the Mortgage Bankers As- 
sociation of America at that organiza- 
tion’s annual meeting recently. 

* * x 


Wade Fetzer, chairman of W. A. 
Alexander & Co., Chicago, is a great 
grandfather for the first time. His 
great grandson is David Wade _ Soli, 
born last Sunday in Ogden, Utah, son 
of Patricia and Dr. Donald E. Soli. 
Mrs. Soli’s father,is John Fetzer, who 
teaches insurance at Rutgers Univer- 
sity. 





HARRY W. MILLER 


Harry W. Miller, now assistant United 
States manager of the Commercial Union 
Assurance and its fire affiliates, will be- 
come United States manager on January 
1, succeeding F. W. Koeckert, who will 
continue as general attorney for the 
Commercial Union-Ocean organizations. 
Mr. Miller entered insurance in 1914 with 
the Commercial Union in New York and 
five years later went into the field in 
Central New York, with headquarters 
at Syracuse. There he gained wide popu- 
larity with fieldmen and agents. He re- 
turned to New York in 1935 as secretary 
of the company and in 1938 became 
assistant U. S. manager with supervision 
over the Eastern Department. He lias 
been an active member and officer of the 
New York Ex-Fieldmen’s Society . 

oe 


George Willard Smith, president of 
the New England Mutual Life, Boston, 
has been elected a member of the board 
of trustees of the New England Mu- 
seum of Natural History. The an- 
nouncement was made following tlie re- 
cent annual meeting in Boston. 


Underwood & Uni:rwood 
JAMES M. HAINES 


James M. Haines, president © \* 
tional Board of Fire Underwrite:> an! 
head of Phoenix-London Group, |:s T& 
turned from a visit to the head o! ice 
London. 











Oct 


’ 


\\\ 


\\\ 


\ 


~~ == 








7 














Oct il yer 31 ’ 1947 


2 NBER TI ENE IORI 


Dig Dill 





















i THE EASTERN 
C= aX— UNDERWRITER 












. a : 
































Award of Merit for Louis A. 
Johnson 

The award of a Medal for Merit was 
presented by President Truman to 
Louis A. Johnson at the White House 
recently based on “exceptionally meri- 
torious conduct in the performance of 
outstanding services to the United 
States during the recent war period” 
when he was Assistant Secretary of 
War. 

Discussing Mr. Johnson’s services as 
a junior cabinet officer during the con- 
flict the citation of President Truman 
said that Mr. Johnson “reviewed and 
presented the industrial mobilization 
plans and made recommendations for 
increasing their effectiveness; initiated 
a program to start the placing of edu- 
cational orders with industry in order 
to build up munitions production ca- 
pacity; obtained appropriations for con- 
structing munitions plants of various 
types; supported a policy of stockpiling 
critical materials for use in emergency; 
and was instrumental in the establish- 
ment of the basic munitions program 
on which America mobilized for war.” 

Continuing, the citation said that Mr. 
Johnson’s services in the assurance of 
adequate provision for the mobilization 
of materials and industrial organiza- 
lions essential to wartime needs, which 
continued throughout the war, was a 
major factor in the success of the allied 
war effort. 

_Mr. Johnson is a member of the law 
firm of Steptoe & Johnson, Washing- 
ton, D. C., Clarksburg and Charleston, 
W. Va. 

es oe 

Captain Holden Receives Navy 
Decoration 


Captain Edward C. Holden, Jr., U. S. 
N. Rk. of the United States P. & I. 
\gency, Inc., Marine Office of America, 
received the Navy Legion of Merit 
medal with Combat Distinguishing De- 
vice and Citation from Rear Admiral 
Monroe Kelly, U. S. Navy, Comman- 
dant, Third Naval District, at the Pro- 
peller Club luncheon, Port of New York, 
hell in New York recently. Captain 
H en 1s a member of the Propeller 


Cli) and the affair was attended by 
several hundred leading shipping ex- 
ecutives, 

* ‘ar Admiral E. T. Woolridge, U. S. 
‘Navy was present to represent the Sec- 


retry of Defense, Secretary of Navy, 
anc Chief of Naval Operations. j 
ptain Holden is the newly elected 
ce inander of the Merchant Marine 
Inclustries’ Post, No. 1242, American 
©<ion, which achieved national recog- 
hiton through sponsoring resolutions 
lor the benefit of the American Mer- 
chant Marine at the recent national 
corvention of the American Legion. 
he citation accompanying the Legion 
‘lerit medal reads in part: 

or meritorious service as command- 
officer of the U. S. S. Starlight 
-175) from 15 November 1944 to 3 
“cust 1945, including the amphibious 
asscults and capture of Lingayen and 
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Okinawa. In addition to the above op- 
erations, his ship participated in the re- 
inforcement of Leyte and the transpor- 
tation of troops and equipment from 
Biak to Mindoro. His ship was organ- 
ized and operated in an efficient and 
seamanlike manner. The ability, lead- 
ership and meticulous performance of 
duty by Captain Holden contributed 
materially to the success of the above 
operations. His conduct and courage 
were at all times in keeping with the 
highest traditions of the United States 
Naval Service.” 
e * 
Dewey to Remain With Edgewater 
Beach 

For sometime negotiations have been 
under way for the sale of Edgewater 
3each Hotel, where more _ insurance 
conventions are held than in any resort 
hotel in the United States. It is six 
miles from the Chicago Loop—the 
downtown section. A few days ago the 
hotel was sold. Insurance men are much 
interested in knowing whether William 
Dewey, president of Edgewater Beach 
Hotel, and friend of thousands of in- 
surance men will remain. A visitor to 
New York this week, Mr. Dewey told 
the writer that he will remain at the 
hotel—“at least, for sometime.” 

2, oe. 8 
James J. Hoey Awards 

The sixth annual winners of the 
James J. Hoey Awards for Interracial 
Justice were announced this week. 
They are Julian J. Reiss, former mem- 
ber of the New York State Commission 
Against Discrimination, and Clarence 
T. Hunter, president of the Catholic In- 
terracial Council of St. Louis. 

The awards were conferred at the 
Carroll Club, 120 Madison Avenue, New 
York by Msgr. Francis W. Walsh, 
president of the College of New Ro- 
chelle, who represented Cardinal Spell- 
man. 

Msgr. Walsh and other speakers paid 
tribute to Father John La Farge, foun- 
der of the Interracial Council, who is 
ill. The late James J. Hoey, for whom 
the awards are named, was first presi- 
dent of the Council. Mr. Hoey was a 
member of the insurance firm of Hoey 
& Ellison, which is now Hoey, Ellison 
& Frost. 

* * * 
The Late Sir Francis Norie-Miller of 
General Accident 

The following sketch of the late Sir 
Francis Norie-Miller was printed in the 
current issue of The General’s Review of 
Perth Scotland: 

The passing of Sir Francis Norie- 
Miller brings to a close an epoch in 
the history of the General Accident. 
Sir Francis has been aptly named the 
“Founder of the Compi&any,” and al- 
though he was always generous in valu- 
ing the part played by others in its de- 
velopment, it was to a very large extent 
his own drive and acumen that laid the 
foundations for its rapid and sound 
growth. He often used to tell of his 
early days at Perth when, at the age of 











Press Association, Inc. 


Louis A. Johnson and President Truman 


27, he already felt himself destined to 
build up a great organization. In his 
own words: “Il dreamed dreams, I saw 
visions; I prayed that they might be 
fulfilled and they have been fulfilled.” 
The realization of these dreams has 
been graphically described as a_ro- 
mance of business in the company’s 
Golden Jubilee Book, Business 
Epic.” 

Sir Francis was one of a family of 
four—he had a twin brother (who sur- 
vives him) and two sisters. His father 
was the late Mr. Henry Miller, for 
many years chief of the statstical de- 
partment of H.M. Customs, London. 
He was a Scotsman on both sides, his 
father’s people having come from 
Morayshire and his mother’s from 
Aberdeenshire. Sir Francis first studied 
law and then entered the insurance pro- 
fession, widening his experience by 
service with several companies before 
accepting the managership of the Gen- 
eral Accident in February, 1887. 

The company was a local insurance 
concern, little known outside Perth 
where it was operating from a_ two- 
roomed office at 44 Tay Street, with a 
premium income of barely £3,000. It 
had been in existence for eighteen 
rather difficult months when the new 
manager took control, but within a very 


short while his remarkable abilities 
made themselves felt. Mr. F. Norie- 
Miller, as he then was, traveled 


throughout the country opening small 
branches, appointing agents and form- 
ing business connections. Later he 
turned to wider fields in his search for 
business. Operations were started in 
the United States in 1899, and during 
the succeeding few years the company 
was established in France, Belgium, 
Egypt, Canada, India, Australia, South 
Africa, the Far East, the Argentine as 
well as in many Crown Colonies. In 
1906 the corporation adopted its present 
title, and since that date many com- 
panies have been amalgamated with or 
become allied to it. Through Mr. 
Norie-Miller’s capacity of seeing insur- 
ance in its widest application, the “Gen- 
eral” group today has assets of #£31,- 
000,000 and a premium income of £15,- 
000,000. Due also to his pioneering 
spirit, the “General” can claim to have 
issued motor policies earlier than any 
other company now in existence. 

In February of this year, Sir Francis 
Norie-Miller—who had then seen insur- 
ance under five reigns—celebrated sixty 
years’ connection with the. “General.” 
The company’s chief executive almost 
from the start, he was first elected to 
the board in 1918, becoming chairman 


and managing director in 1933, and on 
his retirement from active control in 
1944, honorary governor. With the 
solitary exception of the May, 1947 
meeting, he had attended every annual 
general meeting of the company since 
its formation. Sir Francis was also on 
the boards of the corporation’s asso- 
ciated companies, the General Life As- 
surance Co. (chairman 1925-1945); the 
Road Transport and General Insurance 
Co., Ltd. (chairman 1928-1945); the 
Scottish General Insurance Co., Ltd., 
(chairman 1933-1946); the English In- 
surance Co., Ltd. (chairman 1923-1947). 
He was a director of many other com- 
panies affiliated with the “General” at 
home and overseas. 

Notwithstanding all the thought and 
labor which the development of the 
“General” claimed, Sir Francis Norie- 
Miller had other interests and activities. 
He was a J.P. for forty-seven years, a 
member of the School Board of Perth 
for twenty-five years and its chairman 
for eighteen years. In 1907 the Edu- 
cational Institute of Scotland made him 
an Honorary Fellow. Always anxious 
to further the cause of Perth Royal In- 
firmary, he served as a director for 
thirty-two years and as chairman for 
fifteen. In 1933 the city fathers of 
Perth conferred upon him and the late 
Lord Tweedsmuir (John Buchan) the 
Freedom of their City, a rare distinction 
shared by few persons during the last 
100 years. 

When a vacancy occurred in the Par- 
liamentary representation of Perth in 
March, 1935, Mr. Norie-Miller contested 
the seat as a Liberal National and was 
elected by a substantial majority. But 
he was then in his 76th year and did not 
stand again at the next general election. 
In 1936 he was created a baronet in 
recognition of his public and philan- 
thropic services to the county and city 
of Perth. 

The church played an important part 
in the life of Sir Francis. For a num- 
ber of years he was treasurer of the 
diocese of St. Andrews and throughout 
his career regularly attended St. Nin- 
ian’s Cathedral. Organizers of church 
activities of all denominations found in 
him a liberal patron. 

Sir Francis married first, Grace Har- 
vey, daughter of the Rev. H. J. Day, 
vicar of Cheshunt, Herts. She died in 
1931, leaving a son and a daughter. An- 
other son was killed in the 1914-18 War. 
In 1934 he married Florence Jean Bel- 
frage. The baronetcy descends to his 
surviving son, Stanley Norie-Miller, who 
succeeded his father as general mana- 
ger of the General Accident. 
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Insurance Institute 
Reelects McLain Pres. 


REVIEWS 


HARDY ACTIVITIES 
Institute Shaping Program to Carry Out 
Suggestions in National Educa- 
tional Sereey 
James A Mel: ain, president of the 
Guardian Life of New York, was re- 


elected president of the Insurance In- 
stitute of America at the thirty-ninth 
annual meeting in New York City on 
Tuesday. John A. Diemand, president 
of the Insurance Co. of North America 


of Philadelphia, continues as a_ vice 


JAMES A McLAIN 


president and Harold P. Jackson, presi- 
dent of the Bankers Indemnity of New- 
ark, was elected a vice president. Ed- 
ward R. Hardy was reelected secretary- 
treasurer. 

Governors Elected 

Seven men were elected to the board 
of governors for three-year terms end- 
ing in 1950. They are as follows: J. A. 
Bogardus, president, Atlantic Mutual; 
kK. W. Elwell, U. S. manager, Royal Ex- 
change; O. C. Gleiser, assistant U. S. 
manager, Commercial Union Assurance; 
John H. Grady, U. S. attorney, Gen- 
eral Accident; Edward H. Kingsbury, 
assistant educational director, Royal- 
Liverpool Cos.; Arthur F. Lafrentz, 
president, American Surety; Prentiss 
B. Reed, president, Prentiss B. Reed & 
Co. 

It was the unanimous feeling that 
Mr. McLain continue in office in view 
of the new program now being consid- 
ered following the report made by the 
Wharton School of the University of 
Pennsylvania earlier this year on edu- 
cational activities of insurance compa- 
nies, agents and others throughout the 
country. This national survey was 
sponsored by the Institute and_ its 
recommendations for improvement of 
educational practices are now’ under 
consideration. Members of the Insti- 
tute feel there is a more important 
place now than ever before for the In- 
stitute in general educational work in 
this country. 

Prize Winners for 1947 

The Institute announced awarding of 
prizes for the highest average marks in 
the examinations of last January, May 
and September. The winners, each of 
whom will receive a twenty-five dollar 
United States Savings Bond, are as fol- 

(Continued on Page 22) 



















Amer. Bankers Ins. Co. 
Being Formed in Fla. 


HAROLD ST. CLAIR PRESIDENT 


New Company Will Spechlion in Writ- 
ing Insurance Connected With 
Consumer Credit Financing 


filed 
at Tallahassee for the organization of 
3ankers Insurance Com- 


Incorporation papers have been 
the American 
of Florida, with an authorized 
capital and surplus of $1,500,000. The 
will have its headquarters in 
Miami. It is being organized by a na- 
tional group of financial institutions, 
and will specialize in writing of insur- 


pany 


company 


ance connected with consumer credit 
financing. 
The company plans to do business 


throughout the United States. The 
complete board of directors will be an- 
nounced shortly, and will consist of men 
in banking and finance, drawn from 
various sections of the United States, 
in order to carry out the national aspect 
of the company’s operations. 

Retrospective Insurance Underwrit- 
ers, Inc., a Florida corporation headed 
by Kirk A. Landon, with headquarters 
in the Congress Building, Miami, is re- 
sponsible for organization of the com- 
pany. The company’s president is 
Harold W. St. Clair, who, until coming 
to Miami to head the company, was 
secretary-treasurer of the Stuyvesant 
Insurance Co. of New York. The com- 
pany’s treasurer will be announced 
shortly, negotiations being presently un- 
der way to secure an insurance ac- 
tuary. The incorporation of the com- 
pany has been handled by John K. 
Tilton, attorney of Tallahassee, and 
Paul L. E. Helliwell of Miami, who will 
serve as counsel and secretary respec- 
tively of the company. 


GEYER & CO. REPORTS 

Geyer & Co., Inc., 67 Wall Street, 
New York City, investment firm, has 
issued reports on the Providence Wash- 
ington Insurance Co. and Camden Fire 
Insurance Association. Both these com- 
panies have issued rights to their stock- 
holders to purchase new capital stock. 


Stott on Commissions, 





SPEAKS IN MaASS., 


NAIA Vice President Says 
Should Not Be Insolvent Agencies; 
Warns of Nationalization 





Stating that there was a direct ob- 
ligation of both agent and companies 
to justify their capital return as being 
in the public interest, John C. Stott, 
vice president of the National Asso- 
ciation of Insurance Agents, urged 
Massachusetts insurance agents gath- 
ered at the annual convention of aie 
association in Springfield Wednesday 
nicht to “have a look at the record” 
before taking any action. 

“Perhzps we have discussed that part 
of the insurance dollar, not used for 
pure loss. much too little in recent 
years.” Mr. Stott said, “Before the 
agents or company executives, .bureaus, 
insurance supervising authorities or 
anvone starts this discussion, let’s put 
before us a simple basic statement, and 
I. would phrase it like this: ‘That part 
of the insurance do'lar, not necessary 
for pure loss must be used in the pub- 
lic interest.’ 


Obligations of Agents and Companies 


wr 


This statement, and I believe it is 
a fair statement, places a direct ob'iga- 
tion on both agents and companies to 
justify their capital return, management 
and miscellaneous expense and_ the 
service parts of the dollar. I think it 
is axiomatic that it is not in the public 
interest that we have numbers of in- 
solvent insurance corporations in our 
country. It is just as important that 
these United States not be dotted with 
inso!vent insurance’ agencies,” the 
speaker* emphasized. 

“We have arrived at a point where 
your National Association proposes to 
take action. We propose to ascertain 
present operating costs of agents coun- 
trywide. You must cooperate in this 
movement so that we may all learn our 
own costs of doing business, and our 
profits—and justify a commission struc- 
ture in the public interest.” 

“Let us continue to resist undue gov- 
ernmental control and interference in 
our business of insurance,” Mr. Stott 
urged delegates at the annual conven- 
tion of the Wisconsin Association at 
Milwaukee October 28. “If we do not, 
there is only one road ahead and the 
signpost on that road says ‘Nationali- 
zation,’ 

“We can no longer sit by and say 
‘It can’t happen here. It is happening 
in varying degrees, perhaps under naive 
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ALEXANDER HURRY 


Alexander Hurry of Montreal, mana- 


ger for Canada of the Northern Assur- 
ance, has been elected president of the 
Dominion Board of Insurance Under- 
writers. Mr. Hurry, a native of Scot- 
land, joined the Northern in 1897 at 
Aberdeen and in 1919 went to Mon- 
treal. He has held his present post with 
the Northern for twenty-five years. A 
World War I veteran he served in the 
last war as chairman of the advisory 
comunittee of Canada’s war risk insur- 
ance plan. He was president a_ few 
vears ago of the Canadian Underwrit- 
ers Association. 





circumstances and subterfuge, but never- 
the'ess happening to many __ business 
enterprises throughout our country. 
You would be surprised at the number 
of people, yes millions, who would have 
no objection to the nationalization of 
your business, and this segment of our 
population is not without — bril‘iant 
leadership,” Mr. Stott continued. 
Covt. Help Means Another Bureau 
“The time is ripe for us, after we 
understand our own business, to watch 
trends in other lines of business. It is 
time, in my opinion, if we as a nation 
are to continue our system of indi- 
vidual initiative and expect to receive 
a reward for service, to make sparing 
use of the well-paved roads to Wash- 
ington. When you ask Government for 


help, a bureau is created to administer 
your wants. We awaken to find a 
gigantic bureaucracy reaching almost 


into every activity of our daily life,” 
Mr. Stott warned. 

“T have come to the conclusion that 
the insurance industry—both companies 
and agents, are in these critical times, 
placing undue emphasis on the small 
unimportant matters in our business. 
Perhaps it would be well for us to give 
a bit more attention to the foundation 
stones and basic principles that have 
made us great and have particularly 
ear-marked the insurance business as 
an outstanding example of the iree 
enterprise system. 

“Let us, even as old fashioned as the 
idea may seem, reexamine our own 
business and ourselves as indivi uals 
and see if we are fulfilling the ol) iga- 
tion we have as between agent and 
company, and above all the oblig. tion 
we have to the insuring public. 1 !iese 
are some of the danger signals on our 
horizon. Let us recognize them (ile 
the visibility is still good.” 





TO HEAR P. M. WINCHESTER 

The New Jersey Special Agents \s- 
sociation will hold a luncheon mec ing 
at Keuper’s Restaurant, Newark, on 
November 3. Philip M. Winchester, »©n- 
eral manager of the Eastern de} tt 


ment of the General Adjustment U- 
reau, 


is scheduled to speak. 
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Miller and Sheldon New Members 
Of NAIA Executive Committee 


Meivin J. Miller, Ft. Worth, Texas, 
and Walter M. Sheldon, Chicago, are 
ppointees to the executive com- 


new to. Ive 
mitte: of the National Association of 
Insurance Agents; and Robert S. Perk- 
ins, Manchester, N. H., has been re- 


a 





Moffett Studio 
WALTER M. SHELDON 


appointed, to complete the personnel of 
this administrative group. 

The new appointments were = an- 
nounced by President William P. 
Welsh, Pasadena; Vice President John 
C. Stott, Norwich, N. Y.; O. Shaw 
Johnson, Clarksdale, Miss., and Nor- 
man A. Chrisman, Pikeville, Ky. The 
new committee will meet in Miami De- 
cember 5. 

Six-Point Program for Year 

In announcing the completed person- 
nel, Mr. Welsh and Mr. Stott enun- 
ciated a six-point program planned for 
the year: 

Intensification of fire and 
prevention activities. 

Further development and_ revitaliza- 
tion of local boards. 

Stimulation of agency cost studies 
presently in progress, with broader 
cooperation from NAIA members as an 
immediate goal. 

Cooperation with companies in mat- 
ters pertaining to the capacity problem. 

Assistance to state associations in the 
administration of regulatory laws to as- 
sure that the public interest is prop- 
erly served. 

_ Further implementation of a_ broad 
intensive public relations program. 

Mr. Miller, principal owner of Du- 
Boise, Rutledge & Miller, is a native 
of Texas, who has been in the local 
agency business for thirty-five years. 
He is a graduate of Texas A. & M. 
College in civil engineering. After ex- 
perience in fire rating bureau work he 
entered local agency work and in 1919 
joined his present firm. He is past 
president of the Ft. Worth Insurance 
Underwriters and has served on many 
committees of the Texas Association of 
Insurance Agents, including three years 
on the board of directors, and recently 
elected president of the association. He 
IS past president of the Ft. Worth 
Community Chest, past potentate of the 
Moslah Shrine Temple and is president 
ot the Ft. Worth Chamber of Com- 
merce, 

Walter M. Sheldon, vice president of 

\. Alexander & Co., Chicago, has 
play d a leading role in NAIA activi- 
ties during the past year as chairman of 
the metropolitan agents committee. 
During his tenure the association ac- 
quired the services of a full-time ac- 
tuary, who is presently conducting in- 


accident 


tensive agency cost surveys and studies 
for the NAIA membership. 

Mr. Sheldon has been in the insur- 
ance business since 1910 «nd after serv- 
ing in World War I became associated 
with his present firm in 1919. He has 


ROBERT S. PERKINS 


maintained an active interest in associa- 
tion affairs, was second secretary of the 
Chicago Insurance Agents Association; 
vice president and president of the 
Chicago Board of Fire . Underwriters 
and vice president of the II!inois Insur- 
ance Federation. 





FRANK L. GARDNER DIES 





Prominent Poughkeepsie Agent Was 
Former President of National and 
New York State Associations 


Frank L. Gardner of Poughkeepsie, 
N. Y., veteran insurance agent and in 
more recent years active in the bank- 
ing field, died at his home in Rochdale 
on October 27. He was 71 years of age. 


For a long while he was one of the best 
known agents in New York State. A 
large and jolly man he made _ friends 
easily and held them. For three years, 
1921-1924, he served as president of the 
New York State Association of Local 
Agents and in 1926 at Atlantic City, 
where the National Association recently 
held its 1947 convention, he was elected 
president of that body. 

He retained his activity in insurance 
until. the early 1930s when he devoted 
himself almost entirely to banking in 
Poughkeepsie. His son, Frank L. Gard- 
ner, Jr., has since been active in the 
New York agents’ association. A trus- 
tee of the Poughkeepsie Savings Bank 
since 1921 he was president from 1929 
wntil his retirement in December, 1946. 
He served in the New York State As- 
sembly for six years, beginning in 1915, 
where he was an influential factor in 
insurance legislation. 

Born in Towanda, Pa., Mr. Gardner 
went to Poughkeepsie as a youth and 
received his higher education at the 
Eastman Business College. After work- 
ing as a bookkeeper in Brooklyn for a 
short while he joined the Dutchess In- 
surance Co. in Poughkeepsie. Later he 
was an ofticer of the United States 
Insurance Co. and he served also, while 
an agent, as a vice president of the 
Insurance Federation of New York. He 
entered the agency field many years 
ago and was associated with Vail & 
Sutton, Inc. Mrs. Gardner died a few 
years ago. Besides Mr. Gardner, Jr., 
another son, James E. Gardner, and a 
daughter, Dr. Edith Gardner Mead, 
survive. 
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INLAND MARINE 
INSURANCE 


Our Inland Marine Manual places at your 
finger tips all you need for selling inland 
marine business AND taking the order. 


It contains sales suggestions that are of 


Our fieldman will be glad to demonstrate 


NEW YORK UNDERWRITERS 
INSURANCE COMPANY 
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Lowd President of 
Massachusetts Agents 


CONVENTION AT SPRINGFIELD 





Fair Vice President and Barnes Con- 
tinues as National Director; Lowd 
Formerly Vt. Agents’ President 





At the annual meeting of the 
Massachusetts Association of Insurance 
Agents, held at Springfield, October 
29 and 30, the following new officers 
were elected: 

President, Dana J. Lowd, Northamp- 
ton; vice president, Arthur B. Fair, 
Natick; state-national director, Harold 
D. Barnes, Pittsfield. 

New regional vice presidents were 
elected as follows: Magnus A. Carlberg, 
Gardner; Robert G. Dowling, Hyannis; 
George D. Mirick, Shelburne Falls; G. 
Frank Lord, Great Barrington; Charles 
D. Phelan, New Bedford; Frederick H. 
Woodward, Lynn. 

They will serve with the following 
regional vice presidents who were re- 
elected: Walter S. Attridge, Boston; 
Phillips F. Brooks, Haverhill; Russell 
D. Chase, Springfield; Franklin J. 
Connors, 3oston ; Robert M. Goss, 
Holyoke; Francis R. A. McGlynn, 
Worcester; Leo R. Mongeau, Lowel; 
Graham Smith, Brockton; Paul J. 
Woodcome, Fitchburg. 

Mr. Lowd has the distinction of be- 
coming one of a very small group who, 
during their careers, have served two 
state associations as president. Some 
years ago, when located at Bellows 
Falls, Mr. Lowd was secretary of the 
Vermont Association and later its 
president. During his term as president 
of the Vermont Association he was 
active in arrangements for the first 
summer convention of the New Eng- 
land Associations of Insurance Agents 
held at the Profile House in 1922 and 
took an active part in the organization 
and was one of the original members 
of the New England Advisory Board. 





FIRST WINECOFF FIRE CLAIM 





Court Orders Home F. & M. to Pay 
Receivers $43,185 on Atlanta 
Hotel Policy 
The first payment on insurance poli- 
cies held on the ill-fated Winecoff 
Hotel has been ordered made to the 
hotel receivers by Fulton (Atlanta) 

Superior Court Judge Bond Almond. 

Judge Almond ordered that the Home 
Fire & Marine Insurance Co. pay the 
receivers $43,185 on a policy issued on 
the hotel to A. F. Geele, Sr, A. F 
Geele, Jr., and R. E. O’Connell, oper- 
ators of the hotel. 

Approximately $5,000,000 in death 
and injury claims have been filed 
against the operators and owners as 
a result of the December 7 blaze which 
took 119 lives. 


America Fore Old Guard 
Holds Dinner in New York 


Over 300 attended the annual dinner 
of the Oid Guard of the America Fore 
Group, held October 30 at the Hotel 
Pennsylvania in New York City. Those 
present were from the 404 Old Guard 
members in the home office area. Coun- 
trywide, America Fore’s Old Guard 
membership now totals 790. To be 
eligible for the Old Guard an employe 
must have twenty-five years or more 
of service. 

Chairman of the Boards Bernard M. 
Culver and President Frank A. Chris- 
tensen, both Old Guard members, spoke. 
Praising the members, they indicated 
how much the organization relies on 
each member’s knowledge and experi- 
ence. Henry Nelson, dean of the guard, 
was present. He has completed seventy- 
two years of active service and comes 
to the office daily. 

Vice President Charles L. Newmiller 
presided as toastmaster, and dinner and 
entertainment arrangements were in 
charge of Assistant Secretary Henry 
Keck. 
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New Building Codes 
Urged to Cut Fires 


TRUMAN CONFERENCE REPORT 





Types of Fires in 1946 Analyzed; 
General Fleming Says There Is Great 
Need for Revision of Codes 
The number of fires in the U. S. urban 
areas has constantly increased during 
the past five years with the largest in- 
crease in 1945, Major General Philip 
B. Fleming, Federal Works Admin- 
istrator and general chairman of the 
President’s Conference on Fire Pre- 
vention, announced this week. In speak- 
ing last week in New Hampshire before 
the state Fire Prevention Conference 
he stressed the need for better building 

codes. 

Data on fires was included in-a re- 
port submitted to General Fleming by 
the committee on statistics of the Presi- 
dent’s conference which include Sidney 
Williams, assistant to the president, Na- 
tional Safety Council, chairman; Arthur 
C. Daniels, executive assistant, Institute 
of Life Insurance; Percy Bugbee, gen- 
eral manager, National [Fire Protection 
Association; L. A. Vincent, assistant 
to the general manager, National Board 
of Fire Underwriters; Dr. H. L. Dunn, 
Vital Statistics Division, Bureau of the 
Census, and H. E. Hilton, of- the 
Chamber of Commerce of the U. S. 

During 1946 an estimated 1,006,719 
fire alarms were sounded, an increase 
of 32% over the 764,786 alarms esti- 
mated during 1942. 


Other-Than-Building Fires 

The sharpest increase took place among 
the “other-than-building” fires; fires 
occurring in lots, fields, streets, parks, 
woodland, automobiles, trucks, trains, or 
places away from any structure. These 
increased 45% from 339,055 in 1942 to 
488,381 in 1946. 

“Building fires,” destructive fires oc- 
curring in structures of all types, 
totaled 355,332 in 1946, an increase of 
14% over the estimated 311,280 in 1942. 
The total number of fires of both types 
increased from 650,335 in 1942 to 843,- 
713 in 1946, an increase of 29%. 

False and miscellaneous alarms jumped 


from 114,451 in 1942 to 163,006 in 
1946, an increase of 42%, the com- 
mittee reported. These figures were 


based on fire alarm data submitted by 
1,584 cities reporting to the President’s 
Conference on Fire Prevention last 
May. The conference’s statisticians have 
been analyzing the data since then. 
The conference reported that the in- 
crease in the numbers of fires and fire 
alarms “was felt in cities of all popu- 
lation classes. ‘Other-than-building’ 
fires in the largest cities increased by 


a noticeably greater percentage than 
did the same fires in smaller cities,’ 
the report stated. 


“The reason for the increase in the 
proportion of ‘other-than-building’ fires 
in the largest cities is not clear at this 
time. Fires in automobiles may be re- 
sponsible, and the question will be in- 
vestigated further.” 

The conference report stated that 
deaths and injuries as reported by fire 
chiefs in 1,584 cities showed civilian 


deaths in fire have increased moderately 
since 1942, but that injuries to both 
firemen and civilians have gone up 
much more radipdly. “These upward 
trends are perhaps accounted for by 
the increased number of alarms. Since 
1942 deaths and injuries have varied in 
accordance with the number of alarms.” 


Need for Better Building Codes 

Calling for action in all states on im- 
provement in building codes General 
Fleming said in part: 

“Our chief reliance for the protection 
of life, health and property is the 
building code. Yet the National Bureau 
of Standards, which made a survey of 
more than 3,000 cities a few years ago, 
found that a full third of them had no 
building codes whatever. In_ these 
places, presumably, anybody could build 
any kind of a structure he wished, out 
of any kind of materials he pleased, 
regardless of the public safety and with 
no restrictions whatever, except for 
such limitations as might have been 
imposed by state law. 

“Of the cities that did have building 
codes, a majority of the codes were 
found to be more than twenty years old 
and most of these stood in serious need 
of revision. Conditions have changed 
since their adoption, and they now fail 
to take account of newer materials and 
techniques, and the more recenly ac- 
quired knowledge of how fires can be 
prevented from starting. Moreover, a 
good many codes seem to have been 
designed more for the purpose of mak- 
ing or prolonging jobs for certain 
craftsmen, or for promoting the use of 
certain kind of materials over competing 
materials, rather than for the purpose 
of protecting life, health and property, 
which is the one legitimate purpose 
which a code is intended to serve. 

“Tt seems clear that a nationwide cam- 
paign for adoption or revision of build- 
ing codes is imperative, and to that end 
the conference recommended that state 
and local continuing advisory boards of 
experts be appointed to make recom- 
mendations necessary to keep fire pre- 
vention regulations up to date. 


Militant Program Desirable 

“Tt was urged that cities be given ade- 
quate legal authority to adopt properly 
prepared ‘model’ codes and standards by 
reference, or by some other simplified 
procedure, to avoid the heavy cost of 
publishing lengthy documents in news- 
papers. Creation by the Council of State 
Governments, the National Association 
of Attorneys General, the United States 
Conference of Mayors and the National 
Institute of Municipal Law Officers of 
standing committees with a militant pro- 
gram on building codes and fire-preven- 
tion ordinances is highly desirable. 

“Adoption of statewide fire prevention 
laws and state building codes was sug- 
gested for further study. Division of 
enforcement responsibility and separa- 
tion of administrative procedures often 
appear difficult in connection with a 
statewide building code, but where the 
legislation covers specific subjects, such 
as places of public assembly, hotels and 
other structures designed primarily for 
public use or subject to a particular haz- 
ard, enforcement should not present any 
insurmountable obstacles. Of course, 
where such statewide laws are desirable, 
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PAPE WITH PROV. WASHINGTON 





Will Become Assistant Man>zer of 
Fire Underwriting in We::orn 
Department at Chicag., 


The Providence Washington nd Ap. 


chor Insurance Companies nounce 
the association of George R. |. pe, who 
recently resigned as Boston :janager 
of the National Liberty and affili- 
ated companies. He is locate: ‘empor- 
arily at the company’s home ‘lice jn 
Providence, and will short! assume 
the. position of assistant manager jn 
charge of fire in the Western depart- 
ment in Chicago. 

Prior to his present affilistion Mr 
ape was connected with Royal- 
Liverpool Group and in 1940 ‘eft Chi- 
cago to join the National J iberty jn 
Boston. He has held office presi- 
dent of the Bay State Club aud chair- 


man of the executive commitice of the 
New England Fire Insurance |‘xchange, 





ees 


some pains must be taken to avoid con- 
flict in responsibility for enforcement, 

“But no matter how wisely a building 
code is drawn, and no matter low often 
it is revised in the light of changing con- 
ditions, it will not of itself save lives 
or property; it must be enforced. The 
conference found that the officials 
charged with administering the codes— 
usually called city building commission- 
ers—are often political appointees with 
few qualifications for their jobs and are 
frequently assisted by equally untrained 
and underpaid workers. In such posi- 
tions, where life-and-death decisions 
must be made, the highest integrity and 
engineering competence are imperative 
yet the salaries paid in many cities are 
not sufficient to attract first-rate com- 
petence. Obviously, this is a poor place 
for penny-pinching economy; the choice 
may be between saving a few dollars or 
saving lives. 


Fire Department Handicapped 


“Many fire departments are handi- 
capped by obsolete equipment dating 
from long before the war, during which 
it was almost impossible to obtain new 
parts and replacements. In many com- 
munities salaries for city firemen have 
lagged far behind the rising cost of liv- 
ing. Opportunities for promotion are 
limited, with the result that the abler 
men .often are lured away to better 
paying jobs in private industry. 

“Throughout the country there are 
hundreds of thousands of structures 
which, like the Winecoff Hotel in At- 
lanta in which 118 persons perished last 
winter, were built many years ago when 
much less was known than at present 
about fire-resisting construction. These 
buildings may have conformed to the 
building codes in existence at the time 
of their erection but they fail in many 
respects to meet present criteria ot 
safety. Some way must be found to 
bring them into conformity with the 
highest standards of today. Owners 0! 
many such buildings quite naturally ob- 
ject to shouldering the expense of mak- 
ing extensive alterations. It is difficult 
for them to see why a building good 
enough, say for 1907, isn’t also good 
enough for 1947. Perhaps some way cat 
be found to ease the financial }urden. 
In any event, the conference insists 
that property owners must accept in full 
the moral responsibility of safe-guarding 


the lives of persons who occupy theit 
buildings. 

“Many schools provide some sort 0! 
lessons in fire prevention, but most 


cases the instruction is given rather pet 
functorily with only a few minuies set 
aside for the purpose once a yea’. The 
conference felt that that kind of ‘struc 
tion is inadequate and recommen ied the 
integration of fire prevention education 


with the regular subjects of the : irricul 
lum. It would seem that occasio:: t! field 
trips to the neighboring fire ~ ‘ation, 


where the children could becone & 
quainted with the firemen and the work 
is worthwhile. 

“T would like to talk a minute 
(Continued on Page 24) 
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Rdna Curtis President 
Of Women’s Federation 


NEW YORK MEETING IS HELD 








Retiring President Fitzpatrick Stresses 
Value of Cooperation Between Local 
Clubs and Federation 





Ed Curtis of the Massachusetts 
Bond ng at Albany, N. Y., was elected 


president of the Federation of New 


York Insurance Women’s Clubs at its 
ffth annual 
Hote! 


held at the 
October 


convention 
Mohawk, Schenectady, 





MARGUERITE §S. FITZPATRICK 


17-19. Other officers and directors 
elected are Helen Ausman, vice presi- 
dent, Saratoga Springs; Loretta Reil- 
ley, corresponding secretary, Albany; 
Marie Downs, recording secretary, 
3inghamton; Lucille Hobart, treasurer, 
Rochester; Helen Watson, director for 
two years, Syracuse; Edith Mann, di- 
rector for two years, Schenectady; 
Dorothy Henness, director for one 
year, Schenectady. 

Marguerite S. Fitzpatrick of Syra- 
cuse, retiring president, presided at all 
of the sessions of the convention. In 
her report, she stressed the importance 
of cooperation between local clubs and 
the federation to promote better under- 
standing and sustain continued interest 
in the federation. She proposed various 
necessary changes to the constitution 
and by-laws, the principal one being the 
change in the fiscal year from October 
to April. Miss Fitzpatrick is a partner 
in the John W. Carroll & Co. Agency, 
Syra “use. 

lt was one of the largest Federation 
mectings held, over 200 attending the 
banquet, and the attendance of the 
various local clubs was well distributed 
geovraphically. The hostesses for the 
convention were the Schenectady and 
the Fulton County Clubs. Edith Mann 
of Schenectady and Julia Rollings of 
the Fulton County Club were conven- 
tion chairmen and Gladys Putnam of 
Gloversville was program chairman. 

R. Douglas Boyd of the R. Douglas 
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CAMDEN INCREASING FUNDS 





Offering 100,000 Shares of $5 Par Value 
Capital Stock to Stockholders 
at $17 a Share 

The Camden Fire Insurance Associa- 
tion is offering 100,000 shares of its $5 
par value capital stock to its stock- 
holders at $17 per share, on the basis 
of one additional share for each four 
shares held. The subscription rights 
which were issued on October 22 expire 
at 3 p.m. November 6. Unsubscribed 
shares have been underwritten by 
Butcher & Sherrerd of Philadelphia. 

Proceeds from the sale of this stock 
will be used to increase capital funds 
of the association and will enable it to 
handle the increased volume of business 
which has almost trebled in the past ten 
years. 

Sole outstanding capitalization, upon 
completion of this financing, will consist 
of 500,000 shares of $5 par value capital 
stock. 

The Camden Fire is a continuation of 
a business organized, by a special act 
of the New Jersey legislature, in 1841, 
as the Camden Mutual Insurance Asso- 
ciation. The association became a stock 
company in 1870, and the present name 
was adopted in 1881. The company has 
paid dividends without interruption 
since 1874. From a standpoint of both 
total assets and premiums written, this 
company is said to be the largest 
American stock fire and marine insut- 
ance company without affiliates. 





Boyd, Inc. agency, Gloversville, N. Y., 
talked on “Euphemisms and Cacaphon- 
ies,” followed by the local club presidents 
who spoke on: “Ten Suggestions for a 
Local Club,” Flora McGoon, Buffalo; 
“What Is a Good Underwriter,” Ruth 
Van  Kerkhove, Rochester; “From 
Policywriter to Executive—It Can Be 
Done,” Mildred Youngfleisch, Schenec- 
tady; “Five Minutes on Public Law 15,” 
Lauretta Reilley, Albany; “Loss Pro- 
tection—Safety Tips—Fire & Casualty,” 
Ruth Wright, Syracuse; “As a Business 
Woman, What Can We Do to Improve 
Our Local Community,” Marie Mc- 
Nulty, Binghamton. 

Betty Cantine, on behalf of the In- 
surance Women of Albany, invited the 
federation to hold its next annual meet- 
ing in Albany, which because of the 
change in fiscal year will be held in 
April, 1949. The invitation was ac- 
cepted. In the intervening time, two 
mid-year meetings will be held—one in 
April and one in October, 1948. 

The banquet was well attended by 
members and agency and company 
men. Ruth Wight of Albany led the 
singing of the national anthem. Mills 
Ten Eyck, Mayor of Schenectady, wel- 
comed the delegates to the city. Horace 
S. Van Voast, Jr., president of the Van 
Voast Agency, Inc. of Schenectady, in- 
troduced William A. Doyle, manager of 
the bond department, Fidelity & De- 
posit of Albany, who spoke on “Bank- 
ers’ Blanket Bonds and the Forgery 
Family or the Incomprehensible Com- 
prehensives.” 

Orlo M. Brees, member of the New 
York State Legislature, was the prin- 
cipal speaker and gave a talk entitled 





“Fences and Horizons.” David A. Ter 
Bush, president of the Ter Bush & 
Powell Agency, Schenectady, installed 
the new officers. 
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Moves to Cut Losses 
In Grain Elevators 


NATIONAL BOARD’S WARNING 





Bulletin Lists Protective Measures to 
Preserve Needed Grains, Follow- 
ing Several Bad Fires 





Because fires in grain, cereal and 
flour mills, stock food factories, grain 
elevators and warehouses increased 50% 
during the last year, the National 
Board of Fire Underwriters is issuing 
a special warning to fire departments 
and all concerned with the handling 
of grain to maintain increasing vigilance 
against the peril of fire. 

The National Board points out that 
four fires alone in grain elevators and 
mills late in 1946 and early this year 
each destroyed several million bushels 
of grain and caused losses of from one 
to three million dollars. 


Immediate Action Essential 


“With emergency relief demand of 
100,000,000 bushels of grain for the 
starving people of war-swept areas, and 
the need for maintaining a fairly nor- 
mal supply for the people of the United 
States, immediate action to prevent de- 
struction by fire of grain and grain 
products becomes of vital importance to 
those on whom the responsibility of 
providing fire prevention and fire pro- 
tection falls,” the National Board’s 
bulletin says. 

“Tt is essential that all establishments 
storing, handling and processing grain 
and grain products should be vitally 
interested in a_ self-inspection service, 
involving not’onlv a periodic checkup, 
weekly, but entailing constant vigilance 
of those conditions most apt to cause 
fires. 

“Further, and more important than 
the causes of fires are the conditions 
which let a fire involve a whole struc- 
ture through the upward or horizontal 
sweep of flames and heated products 
of combustion. 

“Industries involving the handling of 
grain generally produce the hazard of 
grain dust explosions. Cleanliness is 
usually the best cure for this. 

“Grain handling often requires high 
or large buildings. Structural changes, 
cut-offs by walls and fire doors, the 
enclosure of vertical fire-travel and the 
installation of automatic fire detection 
and of automatic sprinkler systems are 
all of value.” 

The National Board’s bulletin urges 
fire departments to make a survey of 
areas in their jurisdictions to determine 
which plants, stores or other places 
involve the storage, handling or proc- 
essing of grain, to encourage self- 
inspection on the part of these plants, 
to make inspections by members of the 
fire department, and to encourage civic 
organizations to work for improvement 
of hazardous conditions. 

Self-inspection blanks to assist man- 
agements in checking up on_ their 
plants, stores, elevators or other places 
handling grain are being sent to all fire 
departments in the U. S. These may 
be obtained also at the National Board 
of Fire Underwriters, 85 John Street, 


New York. 
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TAJ MAHAL — Central India. Of exquisite architecture inlaid with pre- 
cious jewels. Built as tomb by Emperor Shah Jahan as a symbol of devotion 
to the memory of his favorite wife. Started in 1637 — finished in 1647. 
20,000 workers employed — cost $12,000,000. 
The Northern Assurance was organized in Aberdeen, Scotland in 1836 as 
an Agency Company. It has remained an Agency Company all-ways. 
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Dupree President of 
Louisiana Bureau 


PETERS IS VICE PRESIDENT 





Retiring President Foster Reviews Out- 
standing Activities of Year; Mem- 
bership at Record High 





Claude C. Dupree, Hartford Fire, was 
elected president of the Louisiana Rat- 
ing & Fire 
twenty-first annual meeting held in New 
Orleans last week. He succeeds H. F. 
Foster, Jr., Automobile. Sam G. Peters, 
London & Lancashire, was named vice 
president and W. S. Bizzell, reelected 
secretary - treasurer - manager. Newly 
elected members of the board of direct- 
ors are Mr. Foster; E. E. Charlton, Jr., 
National of Hartford; A. P. Cunning- 
ham, Jr., America Fore; Clarkson A. 
Brown, Phoenix of Hartford, and Sidney 
St. John Eshelman, Jr., Loyalty Group. 

Activities of the past year were 
briefly reviewed by President Foster. 
The most outstanding accomplishment of 
the year he said was the complete re- 
vision of the rule book. There were also 
numerous changes made in the schedules. 
In every instance, he said, he believed it 
safe to say that the new schedules, 
forms, clauses, and rules are broader and 
more advantageous to the public. In 
closing he expressed appreciation of the 
fine cooperation of Manager Bizzell, 
members of the Louisiana Insurance 
Commission, State Fire Marshal Camp- 
bell Palfrey and the entire bureau staff. 

Manager Bizzell reported the member- 
ship at an all-time high with 258 stock 
and twenty mutual companies. All de- 
partments showed increased activities the 
past year. Over 55,000 rates were pub- 
lished, a substantial increase over last 
Volume of business of the audit 


Prevention Bureau at the 


year. 
department increased 14.7%. Several 
young engineers are now undergoing 


training to help meet the heavy demands 
on the engineering department. 

The past year, Mr. Bizzell said, has 
seen unusual fire prevention activity. 
Two important state-wide meetings were 
held under the able leadership of State 
Fire Marshal Campbell Palfrey. The 
bureau took part in both of these meet- 
ings and other important conferences. 
State Fire Marshal Palfrey made a brief 
talk, outlining the fire prevention work 
of his department. 
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President of British CII 
Attends Institute Meeting 


Blackstone Studio 
SIR ARTHUR E. MORGAN 


Sir Arthur E. Morgan, general mana- 
ger of the London Assurance and presi- 
dent of the Chartered Insurance Insti- 
tute of Great Britain, who arrived in 
New York last week, on Tuesday at- 
tended the annual meeting of the board 
of governors of the Insurance Institute 
of America. When the CII held its 
annual gathering in England this sum- 
mer Edward R. Hardy, secretary of the 
Insurance Institute of America, was 
present and addressed the meeting. Sir 
Arthur was elected head at that time. 





Institute Meeting 


(Continued from Page 18) 


lows: 

General principles prize: J. Gilbert 
Leigh, member of the firm of L. B. Leigh 
& Company, Little Rock, Ark., with an 
average of 96.5%. Mr. Leigh took the 
course by correspondence. 

Casualty prize: two students tie for 
first place, W. Harold Froehner, corre- 
spondence course student, special agent 
of the American Insurance Co. in Dav- 
enport, Ia., and Otis C. Carrillo, under- 
Mutual 


writer with the Lumbermens 
Casualty, Chicago. Both received an 
average mark of 91%. 


Fire prize: three students tied for 
first place, receiving averages of 100%. 
They are Benjamin Barnett, North Brit- 
ish & Mercantile; Miss Nancy M. Beale, 
Travelers Fire, and Robert D. Noble, 
with John D. Boyle Co. All studied in 
the class of the Fire Underwriters 
Association of the Pacific in San 
Francisco. 

Inland marine prize: won by A. Mason 
Blodgett of Providence, R. I., who stud- 
ied individually. Mr. Blodgett is with the 
Factory Mutual Liability. His average 
was 98.5%. 

Ocean marine prize: won by a member 
of the Insurance Society of New York 
class, Royal H. Weller, with Chubb & 
Son, with an average of 86.6%. 

Life prize: Miss Dorothy F. Hoepfner 
of the Metropolitan Life, and member of 
an Insurance Society of New York class, 
wins this prize. Her average was 85.5%. 

Hardy Reports on Gains 

In his report on the year’s activities 
Secretary Hardy said in part: 

“The concluding paragraph of the sec- 
retary’s report one year ago read as 
foliows: 

“‘The real test is how many students 
sit for the examinations and carry 
through to the winning of the final cer- 
tificate. The sharp increase in the num- 
ber of students registering for the exam- 
inations, and sitting, means that there 
has been an appreciable return to the 
educational work of the institute.’ 

The institute was organized in Phila- 


de‘phia, April 23, 1909. The first ex- 








aminations were held in 1911 in the fire 
branch only. Two years later examina- 
tions in the casualty branch were added. 
Beginning with 1911 examinations have 
been held every year without fail; usual- 
ly twice each year. 

“The actual number of students taking 
examinations in 1947 was 1,492. In 1946 
the total was 722; the increase this 
year, therefore, was more than 100%. In 
1945 the total was 587. According to the 
aumber of examinations, these students 
in 1947 registered for a total of 2,999 ex- 
aminations. 

“In January 76.8% of those registering 
actually sat for their exe>inetions; in 
May the percentage was 81.9%, and in 
September it was 887%. Altogether 
these registrants came from four New 
England states, four Midd'e At'antic 
stres. six Southern states, thirteen Mid- 
dle Western states, four Far Western 
states, five Provinces of Canada, and 
Cuba. 

Examinations Conducted 

“The same examinations were con- 
ducted this year 2s last, namely: casu- 
alty, Part I] and Part ITI (six papers); 
fire, Part If and Part III (six papers); 
fire insurance accounting (two papers); 
general principles of insurance and sure- 
tyship (two papers); inland marine (two 
papers); life, Part I and Part II (four 
papers); ocean marine, Part II and Part 


II] (six papers); suretyship (two pa- 
pers). 
“September examinations were con- 


ducted this year, as well as the usual 
ones in January and May. However, the 
experience has shown that these Septem- 
ber examinations are of doubtful value, 
since but few students register for them, 
and it has been decided to drop them 
henceforth, restricting the opportunities 
for examination to the usual two exami- 
nation periods. 

“The number of final certificates 
awarded in 1947 was thirty-one which 
compares with twenty-six in 1946, and 
thirty-seven in 1945. 

“Correspondence courses: 3etween 
September 1, 1946, and September 30, 
1947, registrations were as follows: Gen- 
eral Principles, 149; Casualty II., 60; 
Casualty III., 40; Fire IT., 102; Fire IIT., 
42; Inland Marine, 38, for a total of 431. 

“These came from thirty-four States, 
two Territories (Hawaii and Puerto 
Rico), the District of Columbia, five 
Provinces of Canada and four other for- 
eign countries (Cuba, France, Guatemala 
and Switzerland). 

“In passing I may state that in Oc- 
tober of this year there have been 150 
registrations in the correspondence 
courses, practically one-third of all we 
had for last year. Also, it should be 
noted, that one company in the Middle 
West bought a set of our lectures: in a 
certain branch, paid for them, read them 
and were so satisfied that they bought 
seventeen additional sets. Another com- 
pany has purchased forty-four courses 
for their special agents throughout the 
country; another seventy-seven. In all 
these cases the registrations were based 
on the information contained in the lec- 
tures. 

“The present membership of the Insti- 
tute is as follows: associates, 291; corpo- 
rates, 114; corresponding, 1; fellows, 133; 
honorary, 20; organizations, 16. 

“The changes during the year were 
these: associates, thirty graduates of 1947 
added, three reinstated, one elected, 110 
disinclined to continue membership and 
dropped, one resigned.” 





Young Manager at Boston 
For the National Liberty 


Norman A. Young has been ap- 
pointed manager of the Boston office 
of the National Liberty, Baltimore 
American and Paul Revere Fire, effec- 
tive November 1. Mr. Young will re- 
place George R. Pape, who recently 
resigned to accept another position. 

Mr. Young was born and educated 
in Chicago and has spent his entire 
business life in the insurance field. He 
went with the National Liberty in 
February, 1941, as state agent for the 
eastern central Pennsylvania field, with 
headquarters at Harrisburg. 


THOMAS J. BUTLER PROMOTED 





Travelers Fire and Charter Oak Name 
Him Vice President and Agency 
Head, Succeeding Safford 

President Jesse W. Randall of the 
Travelers Fire and Charter Oak Fire 
Insurance Cos. announces the appoint- 
ment of Thomas J. Butler as vice pres- 
ident and head of the companies’ agency 
department, succeeding Robert D. Saf- 
ford who retired earlier this month. 

Mr. Butler joined the Travelers or- 
ganization as manager for Indiana when 
the Travelers’ field staff was being 
organized in 1925. He was transferred 
to the home office at Hartford as as- 
sistant superintendent of agencies in 
1928 and was made superintendent of 
agencies in 1934. 

A native of Indiana, Mr. Butler at- 
tended Eavlham College at Richmond, 
Ind. He began his business life as 
cashier of the First National Rank of 
Dublin, Ind. and later established a 
local agency there. He became Indiana 
special agent for the Northern Assur- 
ance Co. and then Irdiana state agent 
successively for the Northern Assur- 
ance Co. and the National Union Fire 
Insurance Co. He left the National 
Union to join the Travelers. 


Bar Harbor Losses May 
Reach Over $4,000,000 


Fire losses in Bar Harbor, Me., to 
buildings totally destroyed, exclusive of 
furnishings, resulting from the forest 
fires last week which swept over the 
island of Mt. Desert, may exceed 
$4,000,000 according to the General 
Adjustment Bureau. This figure does 
not include buildings partially damaged. 
More than fifty palatial residences, 
hotels and other large buildings were 
destroyed and about 170 dwellings of 
the average type were burned down. 

In Bar Harbor the loss bureau has 
established a temporary office with a 
staff of ten men and other offices are 
located at Cape Porpoise and Kenne- 
bunkport. Another temporary’ office is 
at Rochester, N. H., to handle claims 
on about 150 dwellings destroyed by 
forest fires. Unofficial losses for Maine 
are placed at $32,000,000. This figure 
includes all types of property and is 
not an insurance estimate. 


J. M. Mathes, Inc., New Ad 
Agency for National Board 


J. M. Mathes, Inc., has been named 
as the advertising agency for the Na- 
tional Board of Fire Underwriters, ef- 
fective immediately. Selection of the 
agency ends a several months’ study 
by an advisory committee of advertis- 
ing managers drawn from the National 
Board’s member companies. J. M. 
Mathes, Inc., replaces MacFarland, 
Aveyard & Co., the National Board’s 
advertising agency for several years. 


BUILD NEW DALLAS OFFICE 

Floyd West & Co., general agents in 
Dallas, Texas, for sixteen companies, 
will build a two-story office building at 
Lemmon Avenue and Welborn Street, 
with some 24,000 square feet of floor 
space on each floor, according to Floyd 
West, president. The new building will 
be in the vicinity of the present Repub- 
lic Insurance Co. home office. 
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WANTED — AT ONE 
Automobile Fire and Theft Sen's and 


Junior Underwriters at Home Office 
located in New York City. Stare age, 
experience and salary expecte:!. Re. 
Address: Bo» 1738, 
The Eastern Underwriter, 41 Maiden 
Lane, New York 7, N. Y. 


plies confidential. 





———_—e! 
——e, 





OPPORTUNITY 


National C.P.A. firm requires account. 
ants for its staff, preferably with public 
accounting and insurance experience, 
Permanent basis. Submit complete 
resume. Box 1736, The Eastern Un- 
derwriter, 41 Maiden Lane, New York 
9M. ¥. 
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U. S. Financed Reinsurance 


Corp. Proposed in Minn. 

A suggestion that fire insurance com- 
panies band together to form a rein- 
surance corporation with funds bor- 
rowed from the Federal Government 
was made at the October meeting of 
the Insurance Buyers Association of 
Minnesota during a discussion of the 
problem now facing the companies in 
absorbing all the business offered them. 


N. Y. Hearings 


(Continued from Page 1) 





ing its examination of the insurance 
industry. Nor does it necessarily desire 
to suggest stringent state controls for 
the industry to the detriment of free 
enterprise. 

“The committee’s principal function 
is to conduct an impartial, objective ex- 
amination of the insurance industry and 
regulatory statutes in the state of New 
York and recommend amendments or 
new legislation that may be needed to 
serve the best interests of the people.” 

Another phase of the committee’s pro- 
gram to be undertaken in subsequent 
hearings will be an inquiry into pos- 
sible existence of monopolistic practices 
and the restraint of trade in the indus- 
try, said Senator Mahoney. 
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Leslie in Spotlight at 
Gen’! Brokers Dinner 


GOLD MEDAL 





RECEIVES 1947 





Supt. Dineen Talks on N. Y. Fire Ex- 
change Problems; Sullivan Views Tight 
Markets and Commission Regulation 


The twenty-second annual dinner of 
the General Brokers Association, held 
Wednesday evening at Hotel Astor, 
New York, attracted between 600 and 
7) brokers, agents and company men 
who enjoyed both the speeches and 
good fellowship that prevailed. High- 
spots of the program were the talk by 
Superintendent of Insurance Robert E. 
Dineen, making his first platform ap- 
pearance at a General Brokers’ dinner, 
and the presentation of the 1947 Gold 
Medal award to William Leslie, general 
manager, National Bureau of Casualty 
Underwriters. 

Nathan Greenbaum, executive com- 
mittee chairman, was in his accustomed 
role as dinner chairman and made the 
opening remarks just as he has done 
at fifteen previous annual dinners. 
Judge Albert Conway of the New York 
Court of Appeals, the brokers’ favorite 
toastmaster, was in his usual good form, 
and being a former New York Super- 
intendent of Insurance it was appro- 
priate for him to welcome and introduce 
Superintendent Dineen. 

The Superintendent’s talk centered 
around the progress made to date on 
solution of problems in connection with 
the New York Fire Insurance Exchange, 
created by the SEUA case and the 
Public Law 15. 

George F, Sullivan, president of the 
association, whose annual report is 
highspotted below, presented the gold 
medal to Mr. Leslie in recognition of 
his meritorious service to the industry 
during the past year. It was a proud 
occasion for members of Mr. Leslie’s 
family attending—William, Jr., and his 
wife; Robert and Dorothy Jean. Repre- 
sentative leaders in all fields of insur- 
ance occupied the dais. 

President Sullivan’s Message 

President Sullivan in his address 
centered attention on two important 
problems of considerable concern to 
brokers: (1) the current market situation 
and (2) who is going to regulate com- 
missions when the moratorium expires 
next June 30? 

_to the current market situation, 

Mr Sullivan agreed with Guy Warfield, 
Immediate past president, National As- 
sociation of Insurance Agents, who said 
at the recent Atlantic City convention 
that “throughout the years: there have 


been occasions when temporarily vari- 
ous lines of insurance have been un- 
acceptable to insurance companies from 
an underwriting standpoint, but never 
before at any one time has there been 
a lack of adequate insurance markets 


‘uch as exists today.” He also backed 
Up Mr. Warfield’s declaration that “the 
insurance business is under an obliga- 
ton to provide a market where the 
one may satisfy all its insurance 
A oor crn etre 
Association and its colleagues in the 
Broker Associations Joint Cotincil “are 
determined that this crisis shall not 






be the instrument by which the average 
broker will be forced out of business.” 
He added: 

“All of us certainly are realists end 
know how and why lines are accepted 
by the companies. We will not permit, 
insofar as we can legitimately do so, 
undue and unfair disadvantages for our 
members or non-members who can be 
classed like us as the average broker 
or, as some say it, the small broker. 

“The small broker is most essential 
to the progress of this business. If the 
individual companies can not take care 
of the offerings, then the companies as 
a whole must organize and cooperate 
to provide the market. We must always 
remember there are other people and 
forces in this country outside of our 
business who also have a stake in this 
situation.” 

Regulation of Commissions 

Approaching his second problem— 
the regulation of commissions—Mr. 
Sullivan gave background facts as to 
the situation confronting the insurance 
industry following the U. S. Supreme 
Court’s decision in the SEUA case that 
“insurance is commerce” and therefore 
must be subject to numerous Federal 
laws. Among them, he said, are the 
Sherman anti-trust act, the Clayton act, 
the Federal Trade Commission act and 
the Robinson Patman act. After citing 
their basic principles and explaining 
that these principles “automatically pre- 
vent any individuals, groups or others 
to get together and fix prices and con- 
ditions of trade,” Mr. Sullivan said: 

“Insurance presented a different op- 
eration to fit into these laws than 
manufacturers and merchandising trade. 
It had been functioning most satisfac- 
torily under state supervision. The gen- 
eral public was satisfied in the main 
with that system. So Congress enacted 
and the President approved Public Law 
No. 15. 

“In this state insofar as commissions 
to brokers and agents are concerned, 
the state exercises no direct control. 
They do have an indirect control when 
approving rates where a factor or cost 
for getting the business is included. But 
the division between agent and broker 
or between company and broker is out- 
side their jurisdiction.” 

Three Possible Paths to Follow 

Coming to the main point of his 
address, Mr. Sullivan said that after 
next June 30 the industry must decide 
which of three paths to follow as far 
as regulation of commissions is con- 
cerned. These are: 

1. To set up no organization to fix 
commissions legally and arrange same 
with each company or agent with whom 
we do business. 

2. To set up a legal organization of 
agents and brokers only. 

3. To set up a legal organization of 
agents and brokers and companies. 

He then said: “In my opinion, path 
number one cannot work out. All of 
us must estimate our long range ex- 
penses such as rent, employes’ wages, 
etc., and make our plans accordingly. 
As brokers we have a certain volume 
of business which is fairly constant. 
If we don’t have a stabilized commis- 
sion it is difficult if not impossible 
to estimate in advance our gross earn- 
ings. 

“Path number two might be most at- 
tractive if it could be successfully op- 


P. C. Waldeck Joins 

Mezey Agency, Inc. 
MANAGER OF BROOKLYN OFFICE 
Move Will Augment Brokerage Facili- 


ties of Agency Which Will Soon 
Mark Fifteenth Anniversary 


Peter C. Waldeck, well known in fire 
and casualty production circles in the 
metropolitan New York area, is join- 
ing the Mezey Agency, Inc. as of No- 
vember 1 to be manager of its Brook- 
lyn office at 16 


Court Street. Mr. 


Kaiden-Kazanjian 
PETER C. WALDECK 


Waldeck recently resigned as_ under- 
writer and production manager in the 
New York branch of the Manufacturers’ 
Cos. to accept his new post. 

A native New Yorker, Mr. Waldeck 
started his insurance career in 1915 
after completing his education. His 
first company connection was the Lon- 
don Guarantee but his work there was 
interrupted by World War I. After 
serving as a top sergeant with the Na- 
tional Guard on the Mexican border, 
Mr. Waldeck entered the U. S. Naval 
Service and rose to rank of first class 
petty officer. 

For fifteen years before joining the 
Manufacturers’ Casualty Mr. Waldeck 
was with the Loyalty Group’s casualty 
companies first as chief underwriter for 
all casualty lines in the New York 
branch office and then as assistant man- 
ager of the branch. While there he 
co-directed a company school and was 
on the lecturing staff of the Insurance 
Society of New York. As _ assistant 
manager his duties included payroll 
audit and inspection supervision. 

For the past four and one-half years 
Mr. Waldeck has been with the Manu- 
facturers’ and during this time he has 





erated. But the insurance companies, 
their officers and directors also have 
definite responsibilities that the cost of 
business to their company must not 
be excessive. Human nature is fairly 
consistent in this respect. Whenever 
you take a vote to increase wages, 
salaries or commissions among those 
that are going to get it, you don’t have 
to be a prophet to figure out the re- 
sult. So the present trend of thinking 
among the leaders and thoughful people 
in the brokers and agents ranks tends 
towards path number three. It provides 
an adequate voice for all and presenta- 
tion of the views of all segments of the 
industry. It gives the proper check and 
balance which has so_ successfully 
worked as a system in our country. 

“It has one great obstacle. To do 
this in concert means we must provide 
an umpire in Government. Presently, it 
would be the state. Tomorrow it might 
be the Federal authorities. * * *” 
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YOUR INQUIRIES SOLICITED 


broadened his knowledge of the busi- 
ness to include fire, surety and marine 
lines. His friends in the Manufacturers’ 
gave him a farewell luncheon last week 
at which he was presented with a gold 
pen and pencil set. 

Among his activities, Mr. Waldeck is 
a past president of the Insurance 
Square Club of New York; served as 
secretary of the Casualty Managers’ As- 
sociation of New York and as chairman 
of the New York end of the Casualty 
Acquisition Cost Conference. When he 
lived in Manhasset, Long Island, he or- 
ganized and served as president of the 
Manhasset Citizens’ Association. He 
has a wide following among Greater 
New York brokers. 

Mr. Waldeck’s appointment is an- 
other forward step in the progress of 
the Mezey Agency and will augment its 
brokerage facilities. The agency, di- 
rected by Albert E. and Louis C. Mezey, 
is now approaching its fifteenth anni- 
versary and is among the leading mul- 
tiple line agencies in the city. 





Brooklyn Brokers Forum 
At Meeting November 5 


On November 5, the Brooklyn Insur- 
ance Brokers Association will hold its 
regular monthly meeting. At this time 
the association will continue the forum 
held at its October meeting which 
evoked so much interest and could not 
completely cover the subject due to 
time limitations. 

The subject will be “Brokers Operat- 
ing and Management Problems” and 
the panel will consist of Herbert Pohs, 
3ernard G. Werbel, Monroe Flegen- 
heimer, and Max A. Pulver. The first 
three named are insurance educators 
and the last named is the nominee for 
president of the association for 1948. 
The moderator will be Alex Goldberger. 

In order to facilitate handling of 
questions, it is requested that those in- 
terested submit questions in advance in 
writing to Mr. Goldberger at 215 Mon- 
tague Street, Brooklyn. 

As part of the short business meeting 
preceding the forum, the association 
will decide on the date the new group 
accident and health policy will com- 
mence. 

Luncheon will be served promptly at 
noon with the meeting at 12:40, and 
forum at 1 p.m. at the Old Clarendor 
Restaurant, 349 Adams Street, Brook- 
lyn. — 

Credit for Photographs 

The three photographs appearing in 
last week’s issue showing officers of 
the Pennsylvania Association of Insur- 
ance Agents and of the New Jersey 
Association, and also guests of honor 
at a dinner of New York agents to 
John C. Stott, new vice president of 
the National Association, were taken 
at Atlantic City during the conventien 
of the NAIA by Harry Lando, press 
photographer for insurance papers. 































































































































Sales Ideas Given on Jewelry, Furs 
PPF, Cold Storage Locker Plants 


other 
‘working breeds’ by air to field trials 
all over the continent has grown apace. 


Expressing the belief that inland ma- 
rine insurance is the modern way to 
protect property and is in keeping with 
Men- 


secretary and manager, 


today’s business tempo, Leo B. 


ner, assistant 
inland marine department, Millers Na- 
advised Minnesota 


tional, Chicago, 


agents at their annual convention in 


Duluth to get on their toes marinewise. 
“Decide now to devote more time to 


soliciting inland covers. Study your 
manuals. Your efforts will be repaid 
manyfold,” he told the agents. “Your 


enthusiasm for this class will pay off 
in dollars and cents and in the per- 
sonal satisfaction which can be gained 
only by capably and completely furnish- 
ing your customers with the protection 
they need and should have.” 


Fur Values Lower 


Mr. Menner listed some of the best 
markets for inland marine. He men- 
tioned particularly fur coats and jew- 
elry. As to fur coats he advised agents 
who have written business on such 
merchandise that there has been a 15 to 
35% decline in values and suggested 
that the agents get an up-to-date ap- 
praisal on these coats when they come 
out of storage. If the new appraisal is 
lower than the amount of insurance the 
policy should be reduced and a return 
premium made. 

“An up-to-date appraisal will go.a 
long way toward effecting a prompt 
and satisfactory loss adjustment,” Mr. 
Menner told the agents. 

Regarding jewelry, Mr. Menner said 
many policies are renewed year after 
year for the same amount. “You your- 
self can check your contracts with rea- 
sonable accuracy to determine whether 
proper insurance is carried,” he = said 
and cited current average quotations on 
some stones. “Use these figures as a 
guide and if you find that your jewelry 
coverage does not come within these 
ranges, it would be well to suggest new 
appraisats. Incidentally, pearl neck- 
laces should be inspected by a jeweler 
at least once a year and more often if 
the item is worn frequently. 

“When insuring engagement rings, 
don’t overlook the wedding presents 
floater which places you on the first 
rung of the ladder for the new family’s 
future business.” 

Minnesota is not among the states 
that have approved insurance on floor 
plan merchandise but he suggested that 
agents there ask companies for rate 
schedules and other data so that when 
the indemnity is permitted they will be 
able to write it. 

Mr. Menner pointed out that Minne- 
seta ranks second among states in the 
number of cold storage locker plants. 
“It is an easy matter to sell marine in- 
surance to the locker operator covering 
meat, fish, vegetab'es and fruit belong- 
ing to customers,” Mr. Menner said. 
“The amount of insurance is usually 
arrived at by applying $50 per locker. 
Since severe losses could occur as a 
result of spoilage caused by machinery 
breakdown it would be well to suggest 
that the operator install auxiliary 
equipment and arrange a_ reciprocal 
agreement with other cold storage 
plants to store food in event of a pro- 
longed interruption. 

“Insurance of livestock in transit by 
a'v is a fast-growing phase of the busi- 
ness. Rapidly expanding also is the 
shipment of pure bred dogs by air. 


Shipment of hunting dogs and 


Personal Property Floater 
[he personal property floater policy 
is one of the most comple‘e and com- 
prehensive inland marine underwriters 
have yet devised. In some respects the 
coverage appears to go beyond the 
basic concept of insurance which should 
be to provide indemnity for loss that 
otherwise would prove financially bur- 
densome. Paying a succession of tri- 
fling sums for trivial losses to policy- 
holders to whom the amount involved is 
of little consequence removes the un- 
dertaking from the rea'm of insurance 
and places it in the category of a petty 
cash transaction. There is a growing 
tendency on the part of some assureds, 
who are aware of what the contract will 
do, to regard it as an investment rather 
than an indemnity for serious financial 
loss. The loss ratio on this class is 
now in the high 70% bracket. It is up 
to you producers to discourage small 
claims and encourage deductible clauses 
so that the rate will not have to be fur- 
ther increased or the coverage severely 
restricted or discontinued. 

“When a loss occurs, the assured ex- 
pects to be paid for the full value of 
his property based on today’s market. 
He therefore cannot expect to buy in- 
surance based on the deflated market of 
old days. One answer to the problem 
of proper insurance to value might be 
an 80% co-insurance clause which op- 
erates only when the loss exceeds say 
744% of the amount of insurance or 
$500, which ever is less. According to 
Department of Labor statistics, based 
on a survey in thirty-four cities, a per- 
sonal property floater policy written for 
proper amounts in 1942 should be in- 
creased 48% in 1947. Policies written 
in 1944 and being renewed at this time 
should be increased 33.5% and _ policies 
written just a year ago should be in- 
creased 12.5%. 


“er 


“It would be well not to wait until a 
contract expires to increase it. The as- 
sured might suffer a severe loss during 
the policy period and be seriously 
under-insured. Perhaps the best time 
to increase a policy, other than at ex- 
piration date, is when paying losses. It 
is in your power to prevent the loss 
ratio from skyrocketing still further.” 

Mr. Menner pointed out that the ma- 
jority of fur coats stolen or lost are 
never recovered because they have no 
permanent marks of identification. He 
told how the new system known as 
SaFURage solves this problem by use 
of code letters, together with the name 
and address of the owner, placed on 
file with a central agency. 

Pier Fire Boosts N. Y. 
Board Losses for Sept. 

The committee on losses and adjnst- 
ments of the New York Board of Fire 
Underwriters was assigned 177 incurred 
losses in September amounting to $2.418,- 
975, compared with 142 losses totaling 
$045,536 in the same month last year. 
This is an increase of 2414% in number 
but 156% in amount, the huge increase 
being due principally to the disastrous 
Grace Line pier fire. For the first nine 
months of 1947 the committee has been 
assigned 2,253 incurred losses totaling 
$12,489,078, compared with 2,039 fires 
amounting to $8.723313 in the same 
period last year. There is an increase of 
10%% in number of claims and of 43% 
in amount. 


Inland Marine Claims Assn. 


Committees Appointed 

At the first fall meeting of the In- 
land Marine Claims Association Presi- 
dent Donald Roberts announced ap- 
pointment of the following committees 
to handle affairs during the current 
fiscal year. 

Finance, Frederick Flanigan, Trans- 
portation Insurance Co. 

Law, Harold S. Daynard, Jones & 
Whitlock. 

Program, James Coppins, General In- 
surance Co.; Mitchel Whitson, Toplis 
& Harding; Ferd Gambichler, Norwich 
Union; Arthur McCutcheon, Transpor- 
tation Insurance Co.; Kingman S, Put- 
man, Albert R. Lee & Co. 

Membership, Kenneth Buckton, Globe 
& Rutgers; Archie Whatley, Phoenix 
of Hartford; Lester Lloyd, Pacific Fire. 

Public relations, Joseph Voboril, Na- 
tional Surety Marine; Chas. H. Conklin, 
Northern Ins. Co. 

Col. Samuel A. Berger of the New 
York law firm of Powers, Kaplan & 
3erger addressed the dinner meeting 
October 28 on the subject of fraudulent 
claims. 





Marine Institute Holds 
49th Annual Meeting 


The forty-ninth annual meeting of 
the American Institute of Marine Un- 
derwriters was held on October 23, at 
the Downtown Athletic Club and was 
followed as usual by the annual lunch- 
eon. Harold Jackson, president of the 
institute, presided over the meeting at 
which the usual annual reports were 
made and accepted. 

The meeting reelected the following 
five directors to serve for three years, 
until the annual meeting in 1950: H. B. 
DeGray, J. S. Gilbertson, L. J. Haefner, 
F. B. McBride, H. C. Thorn. 

Officers for the coming year will be 
elected as usual at the directors’ meet- 
ing in December. 

Mr. Jackson also acted as toastmas- 
ter at the luncheon and the occasion 
was given an international flavor by 
the fact that the principal speaker was 
Carl Briner, president of the Interna- 
tional Union of Marine Underwriters. 


Olp Is President of 
Michigan CPCU Chapter 


The newly’ constituted Michigan 
chapter of the Chartered Property and 
Casualty Underwriters held its first 
official meeting on October 13. The 
following officers were elected: 

President, M. Robert Olp, assistant 
vice president of Marsh & McLennan; 
vice president, John G. Goodell, assis- 
tant secretary of Lansing Insurance 
Agency; secretary-treasurer, H. Thomp- 
son Stock, owner of Arthur J. Stock 
Insurance Agency. 

The following committee appoint- 
ments were made: membership, Leon- 
ard R. Christman; program, Paul J. 
Trout; education, H. Thompson Stock; 
publicity, Robert F. Sommer. Mr. Som- 
mer is also the new president of the 
national society. 

The major topic of discussion was the 
fostering of educational programs in 
the Detroit area for those interested in 
preparing for the American Institute 
for Property and Liability Underwrit- 
ers, Inc. program, which examinations 
will be given in June, 1948. Currently 
a business law course is being offered 
for the prospective candidates, which 
will be followed by an insurance law 
course in full preparation for the law 
examination. Tentative arrangements 
were made to make available a review 
course to cover insurance principles and 
practices encompassed in two insurance 
examinations given by the American 
Institute. Full arrangements for this 
review course will be announced at a 
later date. 








British Columbia Pond, Blue Goose 
International, has “named J. S. Greer 
most loyal gander for the 1947-48 term. 
Supervisor is J. G. McBeth of McBeth 
agencies, 
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Major Lloyd 20 Years 
With Aero Underwriters 


’Personnel of Aero Insurance Under- 
writers recently celebrated Major George 
L. Lloyd’s twentieth anniversary with 
the organization. He was_ presented 
with several gifts and became the third 
member of “The Aero Twenty Year 
Club.” 

In response to numerous congratu- 
latory messages, Major Lloyd stated 
that it was his sincere belief that the 
success of the organization was due to 
a large extent to the loyal and faithful 
support of his co-members and many 
others who had been with the orgami- 
zation for a considerable number of 
years, and that it was his earnest hope 
that they would all be with him_ to 
celebrate his membership in the For- 
tieth Year Club. 


Building Codes 


(Continued from Page 20) 





my recent trip through the hurricane 
stricken areas of Louisiana, Mississipp! 
and Florida. As you may have heard, 
President Truman ordered me to make 
a survey of the storm damage in those 
states, the steps that were being taken 
to alleviate distress and to make recom- 
mendations of further moves the Federal 
Government might make to help out. 

“TI flew to New Orleans and held meet- 
ings with the Federal and local authori- 
ties there, in Gulfport and in Tallahassee, 
Fla. Through the cooperation ot the 
Army and Navy which placed planes at 
my disposal, I was able to get @ quick 
aerial view of the storm hit areas. As @ 
result of my survey I made a number o! 
recommendations to President Truman 
on Sunday afternoon. He approved them 
and steps are being taken at this moment 
to clean up the situation. The storm 
damage to buildings was confined to 
flimsy structures. In Florida, where they 
had two bad blows twenty years a0, 
they revised their building codes and the 
buildings built since then have bee: well 
constructed of approved materials 
buildings rode out the storm intact. In 
Mississippi, however, where they fad not 
had a hurricane for. forty years, many 
tourist camps and other buildings 0! 
flimsy construction went down ctore 
the wind and there was an unnecessary 
loss of life. It obviously follows that 
good building codes, likewise, «re 4 
strong bulwark against fire. 

“If one needed a practical demonstra 
tion of the value of a good buildin -ode, 
I certainly saw it last week. I can: urge 
too strongly that you men giv your 
whole-hearted support to drives fo ¢00¢ 
building codes in your communitic: and 
I would even go further—I woul: urge 
you to initiate campaigns for yund 
building codes where no one else has 
taken that step. ; 

“If one life is saved because your city 
has put on its ordinance books a good 
building code, taking into consideration 
modern fire safety factors, you would 
feel well repaid.” 
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Surety Association 
Absorbs Towner Bureau 


LEWIS IS GENERAL MANAGER 





Association to Assume Rate Making 
Functions; Roth and Kirkwood Sec- 
retaries; Other Officers Retained 





The Surety Association of America, 
at a special meeting held in New York 
on October 23, unanimously voted to 
amend its constitution in order to as- 


sume rate making functions. Coinci- 





Underwood & Underwood 


MARTIN W. LEWIS 


dentally, the Towner Rating Bureau, 
Inc. New York, voted to transfer its 
rate making functions to the associa- 
tion. As soon as practicable, all func- 
tions of the bureau will be merged 
with those of the association, but pend- 
ing transfer of its existing licenses the 
bureau will continue to operate in those 
states in which it is licensed, while the 
association will seek licenses in those 
states in which the bureau is not now 
licensed. 

The merger of the two organizations 
is designed to increase efficiency and 
to improve the services rendered by 
the surety industry to the insuring 
public. Its purpose is to bring the oper- 
ations of the Surety Association of 
America in line with the decision ren- 
dered in the SEUA case and with Pub- 
lic Law 15. 

The present executive committee of 
the association will continue to function 
as such in the enlarged organization. 

Lewis General Manager 
_ Martin W. Lewis, president of the 

Towner Rating Bureau, has been 
elected general manager of the asso- 
ciation. Mr. Lewis has been associated 
with the bureau since 1923. E. Vernon 
Roth and John L. Kirkwood have been 
elected secretaries. Mr. Roth has been 
se ‘retary of the Surety Association since 
1940, and Mr. Kirkwood, secretary of 
the Towner Bureau since 1938. 

_the executive committee of the 
Surety Association has appointed Elmer 
C. Anderson, John F. FitzGerald, Philip 
. Morehouse and Peter A. Zimmer- 
= fn as assistant secretaries, positions 
they previously held with their respec- 
tive organizations. David Porter con- 
tinues as educational director for the 
combined organization. 

Che Surety Association of America is 


(Continued on Page 29) 





NEW CORPORATE CHARTER 





American Mutual Alliance to Have No 
Rate Making Function; Eaton, Brown, 
Hamilton Are Incorporators 
The American Mutual Alliance, na- 
tional organization in the mutual fire and 
casualty field to which 102 companies be- 
long, has been granted a new charter by 
the Illinois Secretary of State under the 

general not for profit corporation act. 

Decision of AMA to seek a new char- 
ter grew largely out of recent develop- 
ments in the field of state legislation 
concerning insurance rate-making. Such 
legislation was prompted by the 1944 
opinion of the United States Supreme 
Court that insurance is commerce, and 
thus subject to Federal regulation to the 
extent that it is not regulated by the 
states. Under its new charter the Amer- 
ican Mutual Alliance will have no func- 
tion in connection with the making of 
insurance rates, nor in connection with 
the statistical work involved in insurance 
rate-making. 

Directors of the new corporation are 
as follows: S. Bruce Black, president, 
Liberty Mutual; E. J. Brookhart, secre- 
tary, Celina Mutual Casualty of Ohio; 
H. J. Hagge, president, Employers Mu- 
tual Liability of Wausau, Wis.; C. E. 
Hodges, president, American Mutual Li- 
ability; James S. Kemper, chairman of 
board, Lumbermens Mutual Casualty; 
C. R. McCotter, president, Grain Deal- 
ers National Mutual Fire of Indianapo- 
lis; G. A. McKinney, president, Millers 
Mutual Fire of Illinois; John L. Train, 
president, Utica Mutual, and E. E. Weh- 
man, Jr., president, Carolina Mutual of 
Charleston, S. C. 

Incorporators, all of Chicago, were: 
J. M. Eaton, assistant general manager, 
American Mutual Alliance; Garfield W. 
3rown, counsel of the Alliance, and John 
S. Hamilton, Jr., its attorney. 

Officers named by the directors at 
their first meeting will serve pending a 
meeting of AMA membership. 





TO HEAR JAMES GARMAN 

James Garman, district manager, 
Washington National in Newark, will 
speak November 3 on “Monthly Pre- 
mium A. & H.” at the lecture meeting 
conducted by the New Jersey Women’s 
A. & H. Association in the Loyalty 
Group’s auditorium, 10 Park Place, 
Newark. Last week’s speaker was Wil- 
liam Woliny, secretary, Loyalty Group. 





SEABOARD SURETY DIVIDEND 

Seaboard Surety’s board of directors 
has declared a quarterly dividend of 40 
cents per share on the capital stock, pay- 
able November 15 to stockholders of 
record November 5. 
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Brainerd President of 
Hartford Steam Boiler 


GARDINER BOARD CHAIRMAN 





Campbell, Formerly New York City 
Manager, Elected Vice President 
in Charge of Agency Department 





Lyman B. Brainerd, formerly vice 
president, has been elected president of 
the Hartford Steam Boiler Inspection 
& Insurance Co., succeeding Curtiss C. 
Gardiner who becomes chairman of the 


John Haley 
BRAINERD 


LYMAN B. 


board and Fred S. Campbell, who has 
been manager of the company’s New 
York City office, has been elected vice 
president in charge of the agency de- 
partment. 

Mr. Gardiner’s prolonged illness led 
him to ask to be relieved of the bur- 
dens of the presidency. The board of 
directors accepted his resignation and 
elected Messrs. Brainerd and Campbell 
at its meeting in Hartford, October 27. 

Lyman B. Brainerd 
A graduate of Trinity College, Mr. 
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Brainerd joined the company in 1930, 
serving for some time in both the un- 
derwriting and claims departments prior 
to being madé a special agent. He was 
superintendent of agencies when; in 
1942, he was elected to the board of 
directors and later that year he was 
made a vice president. 

Mr. Brainerd is also a director of the 
Boiler Inspection & Insurance Co. of 
Canada and a trustee of Trinity Col- 
lege, the Society for Savings and the 
Hartford College of Insurance. He 
served for a term as chairman of the 
Connecticut Aeronautical Development 
Commission, and is a director of the 





FRED S. CAMPBELL 
Connecticut Chapter of the National 
Aeronautic Association. 

Fred S. Campbell 

Mr. Campbell is a native of Nebraska 
and a graduate of the engineering 
courses of the University of Nebraska. 
He had had considerable experience in 
the sales of industrial electrical equip- 
ment before he joined the company in 
1932 as a special agent of the Chicago 
department. 

In 1944, Mr. Campbell was made man- 
ager of the company’s office at Pitts- 
burgh and later that year he was made 
manager of the larger office at Phila- 
delphia. In 1946 he was given charge of 
the company’s office in New York City. 

Curtiss C. Gardiner 

Mr. Gardiner has had a long and dis- 
tinguished career with the Hartford 
Steam Boiler, having joined it at St. 
Louis, January 1, 1894. He served as 
manager of the St. Louis office from 
1900 to 1905 and from then until he was 
called into the home office in 1941, he 
was manager of the New York City 
office. In November, 1941, upon the 
death of John J. Graham, Mr. Gardiner 
was made executive vice president 
and in February, 1942, when the late 
W. R. C. Corson retired, he was elected 
president. 


MARYLANDERS TO HEAR JAINSEN 

Wilson C. Jainsen, vice president, 
Hartford Accident, will speak Nov. 20 
at the annual meeting of the Maryland 
Association of Insurance Agents in 
3altimore on “What’s Ahead for the 
Agent in Casualty Insurance?” 
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H. K. EVANS RESIGNS 





J. A. Carrothers Becomes Acting Di- 
rector of Traffic Engineering for 
National Conservation Bureau 
The resignation of Henry K. Evans 
as director of traffic engineering for 
the National Conservation Bureau, ac- 
cident prevention division of the Asso- 
ciation of Casualty & Surety Compa- 
nies, has been announced by Julien H. 
the bureau. Mr. 
Evans will move to San Francisco No- 
vember 1 where he will become West 
Coast representative for the firm of 
De Leuw & Cather, Chicago consulting 

engineers. 

J. A. Carrothers, who has been as- 
sistant to Mr. Evans, will become act- 
ing director of traffic engineering. Mr. 
Carrothers joined the bureau staff in 
July, 1946, and has been active in sev- 
eral traffic surveys conducted by the 
organization. He was formerly with the 
Detroit Bureau of Traffic Engineering, 
served as a highway traffic engineer 
with the War Department during 
World War II, and held a fellowship 
at the Yale Bureau of Highway Traffic 
for a year before joining the National 
Conservation Bureau. 

The De Leuw & Cather firm, of 
which Mr. Evans will become a mem- 
ber, is currently conducting a $300,000 
traffic survey of San Francisco and the 
bay region. 


Harvey, manager of 


UNUSUAL CLAIM SERVICE 





Herbert Faulkner, Maryland Casualty 
Adjuster in New Orleans, Helps 
Save Life of Injured Claimant 
Herbert Faulkner, an adjuster in the 
New Orleans claim division of Mary- 
land Casualty, recently added a_ novel 
slant to claim service. Mr. Faulkner 
was investigating the injury of a tug- 
boat crewman who had fractured his 
skull, broken several ribs, an arm, and 

lez when a tow cable snapped. 

Arriving at the hospital, Mr. Faulk- 
ner found the victim hovering between 
life and death, badly in need of a blood 
transfusion. Mr. Faulkner promptly 
rolled up his sleeve. When a type anal- 
ysis showed that his blood was _ the 
same type as the injured man’s Mr. 
Faulkner contributed a pint of blood. 





EDWARD B. KLOPPEL PROMOTED 
American Casualty Appoints Him Su- 
perintendent of Home Office Engi- 
neering Department 
The American Casualty Company of 
Reading, Pa., announces the promotion 
of Edward B. Kloppel, former supervisor 
of engineering in the Philadelphia branch 
office, to superintendent of the home of- 

fice engineering department. 

Mr. Kloppel’s career in safety engi- 
neering covers a twenty-five year span. 
After fifteen years as safety supervisor 
with the Maryland Casualty Co. he was 
appointed safety director of the Charles- 
ton, S. C. Shipbuilding & Drydock Co. 
In this latter position he was respon- 
sible for the company’s achieving one of 
the finest safety records among. ship- 
vards in the country. He joined the 
Philadelphia Office of American Casualty 
in January, 1946, following service in the 
United States Army. 

Mr. Kloppel is a member of the Amer- 
ican Society of Safety Engineers, the 
American Industrial Hygiene Association 
and the Society of American Military 
Engineers. 


J. S. TAYLOR PROMOTED 

James S. Taylor has been promoted 
by the American Casualty of Reading, 
Pa. to be claims manager of its Nashville 
branch office. He is a native of that city, 
graduate of Cumberland University Law 
School, and served in the Navy during 
the recent war as chief petty officer. 
Mr. Taylor succeeds Sam Boaz who has 
resigned to establish his own law prac- 
tice. Vice President William S. Deak 
of American Casualty announced Mr. 
Taylor’s promotion. 














Arthur F. Lafrentz, president of Insurance Society of New York, presenting 
fifty dollar check to James J. Butler—being prize awarded by Sterling Offices, 
Ltd., for the best essay on reinsurance written by a student of the Society’s School 


of Insurance. Left to right: 


William F. Delaney, Jr., Paul R. Willemson, Mr. 


Butler, Mr. Lafrentz and Arthur C. Goerlich. 


James J. Butler has been awarded the 
fifty dollar prize offered yearly by the 
Sterling Offices, Ltd., for the best es- 
say on the subject of reinsurance writ- 
ten by a member of the reinsurance 
course given by the School of Insurance 
Society of New York. The presenta- 
tion, made by Arthur F. Lafrentz, presi- 
dent of the American Surety Co. and 
also president of the Insurance Society, 
took place on October 20 in the board 
room of the American Surety in New 
York. Paul R. Willemson, president of 
Sterling Offices, was in attendance. 
Dean Arthur C. Goerlich of the School 
of Insurance, also was present, with 
William F. Delaney, Jr., the chief in- 
structor of the reinsurance course in 
which Mr. Butler was a student. 

Mr. Butler is an examiner in the em- 
ploy of the New York Insurance De- 
partment with which he has been as- 
sociated for the last two years. After 
being graduated by the Wharton School 
of Business, he was employed for four 
years by the Home Indemnity, and also 
served for almost four years with the 
United States armed forces. He is a 
son of the late Albert N. Butler, for- 
merly Deputy Superintendent of Insur- 
ance and vice president of Corroon & 
Reynolds, who was, as well, a director 


of the Insurance Society and chairman 
of its membership committee. 

Mr. Willemson has been a member of 
the Insurance Society for twenty years 
and is much interested in its work. 
The Sterling Offices of which he is presi- 
dent in New York, has made it a prac- 
tice for some years to offer a fifty dol- 
lar prize for the best essay on reinsur- 
ance written by an Insurance Society 
student. “Some of the essays have been 
of sufficient importance to be published, 
and have earned considerable recogni- 
tion for their authors. One such no- 
table essay was written by William F. 
Delaney, Jr., some years ago, when Mr. 
Delaney was employed as an attorney 
in a bank. He is now the representa- 
tive of Fairfield & Ellis in New York 
City. 


SALE OF POLIO INS. IN CANADA 

The sale of polio insurance is begin- 
ning to take hold in Canada. Two com- 
panies now have special policies avail- 
able for this form of protection, and 
others are contemplating similar steps. 
The policies being sold provide coverage 
on expenses up to $5,000. While policy- 
holders may be covered by the ordinary 
accident and sickness policy, broader 
coverage is provided under the polio 
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McKENZIE SHIFTED TO DENVER 
Has Managed F. & D. Branch in Hart- 
ford; Kessler His Successor There; 
Respective Careers 
Raymond O. McKenzie, for the past 
nine years manager in Hartford, Conn, 
for the Fidelity & Deposit and its «ili. 
ate, the American Bonding, has bee) ap- 
pointed manager at Denver. He suc- 
ceeds Donald D. Scheib, who will leaye 
his present post at the end of 1947 to 
engage in local agency work in Denver. 
Present active head of the Denver «fiice 
is Resident Vice President Sidney 
itz, who will continue in that ca; 
until December 15, when he will 

retirement age. 

C. C. Kessler, Jr., formerly assistant 
manager of the F. & D. in Hartford, has 
been promoted to managership of that 
office. 

A native of Malden, Mass., Mr. Me- 
Kenzie has been connected with the F. & 
D. and its running mate for twenty-two 
years. Prior to his appointment to Hart- 
ford in 1937, he was with their Boston 
office, first as underwriter and later as 
special agent. 

Mr. Kessler has served as assistant 
manager of the companies’ Hartford 
office since February, 1938. He had pre- 
viously been associated with their Buf- 
falo and Cincinnati offices as a special 
agent. He has been connected with 
the F. & D. since 1923 and was a mem- 
ber of its agency department in Balti- 
more for several years prior to his trans- 
fer to the field. 








JAMES F. BARRON PROMOTED 





Now Manages Indemnity and Automo- 
bile Operations of Fireman’s Fund 
for Met. San Francisco; His Career 

James F. Barron is the newly ap- 
pointed manager of indemnity and auto- 
mobile: operations for the metropolitan 
San Francisco division of the Fireman’s 
Fund Group. He succeeds Bal Robert- 
son who resigned this post to join Spil- 
man-Callister Co. at Sacramento. 

Mr. Barron, who was appointed in 
November, 1946 assistant chief under- 
writer for Pacific Coast indemnity oper- 
ations, joined the Fireman’s Fund in 
1930 as a mail clerk at its head office. 
He entered this indemnity department in 
1935 and there gained wide experience 
in casualty underwriting. In April, 1940, 
he was assigned to Sacramento as assist- 
ant to Special Agent Fred Burness. Re- 
turning to San Francisco in 1942 he was 
made senior casualty underwriter. A year 
later he was promoted to assistant man- 
ager of the head office metropolitan divi- 
sion followed by his November, 1946 
assignment to assistant chief under- 
writer. 

Benton A. Sifford, Jr., who formerly 
shared the direction of casualty opera- 
tions with Mr. Barron, now assumes all 
of the duties of assistant chief under- 
writer. He joined the company in 1936 
as a file clerk, advancing to statistical 
department work and then to the indem- 
nity underwriting department. Entering 
the Army in 1942 he was discharged four 
years later with rank of captain. Upon 
returning to company service he was 
made assistant chief underwriter. ‘ 

Key men in the metropolitan San 
Francisco underwriting division are 
Charles Parker for casualty lines and 
Walter Mensing for automobile lines. 





E. C. HUHNKE IN CAR ACCIDENT 

E. C. Huhnke, manager at Minneapulis 
for the Maryland Casualty, is recovering 
from injuries resulting from an auto1o- 
bile accident. He was a passenger 11 a 
car driven by his son, Harvey, when the 
car and a truck collided. Both ‘he 
Huhnkes were hospitalized for a brie! 
period. 


MOVES OFFICES IN PASADENA 


The Victor Montgomery Genial 
Agency, underwriting managers for «'¢ 
Pacific Employers Insurance Co., with 
John K. Osinga as branch mana:<T, 
announces the removal of its offices at 
Pasadena, Cal., into new and enlaryed 
quarters in the Parkway Building. 
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Potter Gives Five Sales Principles 
Followed by Successful Agents 


Wit, the volume of insurance pre- 
forward in leaps and 


mium going 

hounds, it is time for every ambitious 
‘nsurance salesman to ask himself if he 
is getiing his share or just drifting with 
the tide, Francis W. Potter, field super- 
visor of the Aetna Casualty & Surety, 
declared in a recent address before the 
lowa Association of Insurance Agents. 


“There are many reasons why some 
‘avents are more successful than others,” 
Mr. Potter stated, “but after going 
about the country talking with agents 
and discussing their problems, I have 
to the conclusion that most suc- 


come 
cessful agents. follow certain definite 
sales fundamentals.” 


Mr. Potter then outlined these funda- 
mentals as follows: 

The “By the Way” Approach 

“Principle number one: Make selling 
easy,” he asserted. “I like to think that 
selling is simply having a pleasant con- 
yersation while being paid for it. For 
instance, many agents are very success- 
ful with the ‘by the way’ approach, 
especially with the simpler type policies. 
While walking down the street, they 
will hail an acquaintance and say, ‘By 
the way, Bill, have you heard about the 
new comprehensive personal liability 
policy which protects you and all your 
family in case you injure someone or 
cause damage to someone else’s prop- 
erty?’ | know of one agent who sold 
over 100 of the new comprehensive per- 
sonal liability policies in a little over 
a month by using the ‘by the way’ ap- 
proach. He not only made over $400 in 
commissions, but as he told me: ‘had a 
grand time doing it.’ 

“Principle number two: Use the phone 
and save time. The same policies which 
can be sold in a snappy conversation on 
the street also can be sold over the 
phone. In this connection, 4t has been 
demonstrated that the use of the per- 
sonalized circular followed up by phone 
is one of the most effective ways of 
saving time and getting a large number 
of new customers on the books. 

“Principle number three: Get down 
to business. Most agents who are build- 
ing a business and are ambitious to get 


ahead figure it iS necessary to make 
at least fifteen sales interviews a day. 
his is what one agent calls an ‘honest 


day’s work.’ But if you are to secure 


these fifteen sales interviews, you must 
avoid arguments with your prospects 
and keep them in a positive frame of 
mind. One of the surest ways to do this 
is to vet down to business—quickly. 

“Principle number four: Make a 
Proper diagnosis for the larger risks. 
Too many agents, when they go out 
‘o solicit a fair-sized commercial risk, 
step in where angels fear to tread.’ As 


a result, they get involved in difficulties 
Which easily could have been avoided 





The Late Jerome Karst 


Jer me Karst, 88, who died recently in 
St. Louis, was prominently known in 
that city for many years as an associate 


general agent of the Aetna Casualty & 
Sul He was also active in amateur 
athl circles having been one of the 
organizers of the AAA golf club, one- 
lime first vice president, National Ama- 
leur \thletic Union, and one of three St. 
Loui ns who served on the committee 


which brought the Olympic games to the 


Louisiana Purchase (World’s Fair). 

_Ear in his insurance career Mr. 
Karst operated his own agency and 
coon ented the Aetna C. & S. as gen- 


ent. 


if they had taken the time to study 
the risk in advance. Then, once the 
risk has been studied, a special pro- 
posal should be prepared. Armed with 
this proposal, the agent is now ready 
for the last, and most important, step 
of all. 

“Principle number five: Give each 
prospect the right to vote. ‘With a com- 
plete proposal in front of your prospect, 
it is an easy matter to go up and down 
the various coverages listed and dis- 
cuss them. On every form, the prospect 
is asked to vote—to indicate whether 
or not he wants the coverage. It is 
surprising how few buyers of insurance 
want to be recorded as having said ‘no 
to some essential form of protection. 

“The methods outlined are all so sim- 
ple,” Mr. Potter said in closing, “that 
they usually make selling seem easy 
instead of difficult. For the smaller poli- 
cies, get into the habit of saying ‘by 
the way’ to everyone you meet. Use 
the many excellent circulars provided 
by most insurance companies. Write a 
short personal message on them and 
follow them up by phone or personal 
interview. Save time by getting down 
to business. Last, but not least, be sure 
to give your prospect the right to ‘vote.’ 
You'll be surprised how many times 
he’ll say ‘yes’ to a coverage in which 
you never thought he would be inter- 
ested.” 








ALBERT E. MEZEY, PRES. 


MEZEY AGENCY, 


TAKES PLEASURE IN ANNOUNCING 


THE APPOINTMENT OF 


PETER C. WALDECK 


AS MANAGER OF OUR 


BROOKLYN OFFICE 


AT 16 COURT ST. 


LOUIS C. MEZEY, VICE PRES. 


INC. 























SULLIVAN CO. EXPANDS 





Newark Agency to Be in New Offices 
Nov. 3; Mrs. E. W. McGeary Casu- 
alty Mgr.; Multiple Line Facilities 

The John L. Sullivan Co., Newark, 
N. J. agency which got off to a good 
start earlier this year, will move to new 
offices at 744 Broad Street on November 
3. Head of the agency is John L. Sulli- 
van who is also president of the John 
L. Sullivan Packard Agency of East 
Orange and the Reo Sales & Service of 
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Newark, Inc. General manager is Stan- 
ley J. McIntyre. 

Mrs. Etta W. McGeary, 
joined the agency, has been 
casualty manager. Formerly an under- 
writer in the Indemnity Co. of North 
America office, Mrs. McGeary has been 
in the casualty and fire fields for fifteen 
years. 

Robert N. Chambers of Verona, who 
will manage the life insurance depart- 
ment, is a member of the Leaders Club 
and the 4-Star Club of Bankers National 
Life of Montclair. His paid-for business 
during the month of September was sec- 
ond highest in the United States for that 
company. 

The Sullivan agency has — line 
facilities, writing fire, marine, casualty, 
bonds, accident and health, heanits tliza- 
tion and life insurance. 


who recently 
appointed 


Rivendibil Co. Plays Host 
In Newly Acquired Building 


Ray Rosendahl Co. underwriting 
managers, Los Angeles, has moved to 
its new home office building, 1540 Wil- 
shire Boulevard, where the firm has 
larger and more suitable offices for 
handling its business. Open house was 
held recently on the occasion of the 
formal opening of the building, and the 
guests of honor were U. S. Manager H. 
T. Silversides of the Yorkshire Group, 
and G. B. Slattengren, vice president 
of the Seaboard Surety Co. 

The Ray Rosendahl Co. represents 
the Fulton Fire, Seaboard Fire & Ma- 
rine, Seaboard Surety, Yorkshire In- 
demnity and Lloyd’s of London. 





Mueller Phila. Manager 
Of Standard Accident 


Edward L. Mueller has been named 
manager of the Philadelphia branch 
office of the Standard of Detroit Group 
by Sam J. Carr, resident vice president 
in charge of company operations in that 


territory. Mr. Mueller, who previous 
to this appointment served as claim 
manager of the Philadelphia branch, 
succeeds Lloyd Goulet, who has re- 
turned to Standard’s home office as as- 


sistant manager of the agency depart- 
ment. 

Mr. Mueller began his insurance 
career with the Standard Accident in 
1934, when he was employed in the 
Philadelphia claim department before 
being named manager of claims for the 
Philadelphia territory in 1943. A native 
of Philadelphia, he is also a graduate 
of Villanova College. 
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Brokers Flock to A. & H. 
Early Birds’ Meet in N.Y. 


STERN, LANE, PLUMLEY SPEAK 





New York Club Stages High Quality 
Sales Program; W. J. Thompson 
Honorary Chairman 





An “early bird” sales meeting, staged 
by the Accident & Health Club of New 
York on Tuesday, made a_ hit with 
brokers and agents of the metropolitan 
area and easily 300 crowded into the 
sales auditorium of the United States 
84 William Street, to 
program of speakers. 

program was due to 


Life Building, 
hear a quality 
Success of this 
teamwork on the part of the club’s edu- 
cational committee and the twenty-six 
companies and agencies which have 
sponsored these worthwhile gatherings 
in the past. Gracious acknowledgment 
was inade to the United States Life for 
use of its auditorium. 

Arthur W. Polhemus, G‘obe Indem- 
nity, chairman of the educational com- 
mittee, set the pace for the meeting 
which began promptiy at 10 am. He 
introduced Edmund A. Smith of the 
Travelers, the club’s president, who had 
a friendly welcome for the producers, 
and then gave the floor to William J. 
“Big Bill’ Thompson, vice president, 
agle-Globe-Royal Indemnity Cos., who 
is honorary chairman of the committee. 
Mr. Thompson introduced the speakers. 


DeWitt A. Stern’s Sales Tips 


Three A. & H. authorities were the 
drawing cards at this meeting—DeWitt 
A. Stern, head of his own agency, who 
is a million dollar life insurance writer 
and big A. & H. producer; Mervin L. 
Lane, New York multiple line broker, 
who is author of two widely read insur- 
ance books, and H. Ladd Plumley, vice 
president, State Mutual Life, who is also 
Group insurance consultant for the Na- 
tional Industrial Conference Board. 

As the first speaker, Mr. Stern fea- 
tured A. & H. sales ideas and gave 
freely of his own experiences. He said 
that the A. & H. line is “the best pros- 
pecting tool we have” and that anyone 
who will familiarize himself with the 
contract and sell complete coverage will 
find it easy and simple to sell because 
of the ever present need today for in- 
come protection. 

Mr. Stern thought that producers can 
use effectively the fact that they per- 
sonally own A. & H. insurance and he 
urged: “Carry your policy with you on 
sales calls and show it to your prospect 
at the psychological point in the inter- 
view.” 

He uses to good advantage the ju- 
venile appeal in that he recommends 
whenever possible that a client’s son, if 
he is 4% years old, should be covered 
by accident insurance. This is one of 
the easiest policies to sell, in his opin- 
ion. It is also a splendid opening wedge 
for other types of insurance. Those 
whose children are not old enough to 
qualify for accident insurance have re- 
quested him, Mr. Stern said, to call 
them as soon as a policy will be issued. 
As a result of such instructions, Mr. 
Stern has a long list of children and 
when they reach age 4% it is only 
necessary to make a phone call to his 
clients, advising them of their insura- 
bility, and then the policy is issued. 

The speaker stressed the steady in- 
come which flows to the producer who 
has built up an A. & H. account, say- 
ing: “Even if you have sold only $5,000 
to $10,000 in A. & H. premiums you will 
have built up a good class of business, 
which with low loss ratios and normal 








A. & H. Club Dates Ahead 


The Accident & Health Club of New 
York will hold its next monthly dinner 
meeting on November 13 at the Lime- 
house Tavern, 162 William Street. Ed- 


mund A. Smith, Travelers, the club’s 
president, will give a report on the 
year’s activities. Attendance at this 
year’s meetings has doubled over that 
of 1946. 

Christmas party of the club, always 
the A. & H. social highspot in New 
York, will be held Tuesday, December 
9, at the Henry Hudson Hotel, New 
York. Committee in charge includes 
William F. Casey, Accident & Casualty, 
entertainment; Richard W. Fairbanks, 
general agent, United States Life, and 
Pa aaa A. McCann, United States F. 
mw I. 





mortality, will enable you to maintain a 
satisfactory income year after year. 
This will give you peace of mind and 
security as you approach old age. On 
the other hand, if your business is in 
the general lines with several policies 
carrying large premiums and if you 
should lose one of these lines, it is not 
as easy to make it up as in A. & H.” 

Among other reasons Mr. Stern said 
he liked A. & H. because there was 
not the detail involved that there is in 
handling other lines. When the policy 
is up for renewal it is only necessary to 
send the client a renewal certificate—a 
procedure which he likes very much— 
as it eliminates the rechecking so often 
necessary in renewing other types of 
coverage. 


Mervin L. Lane Cites Case History 

Mervin L. Lane, who talked on “How 
Accident and Health Insurance Leads 
to Multiple Lines,” gave two selfish fac- 
tors which should attract insurance 
producers to the A. & H. field. These 
are (1) the fact that you have the 
highest ratio of persistency on_ this 
business and even in cases where an- 
other broker takes away an account, 
you will frequently find that the A. & 
H. policies stick. (2) Taking the aver- 
age rate of commissions and comparing 
A. & H. with fire insurance, you have a 
field which requires far less work. 
There are practically no changes to 
handle on A. & H. business, other than 
changes in address, which are only im- 
portant to you from a billing stand- 
point. 

As to the unselfish reasons, Mr. Lane 
spoke first of the producer’s opportun- 
ity to help clients, particularly those 
who might suffer financially from a 
prolonged disability. In this category, 
he said that wives of clients “are the 
most neglected prospects you and I 
have. Few brokers think of suggesting 





Louis M. LaBounty 


Manager 
GRAPHIC ARTS DIVISION 


Home Office: Jamestown, N. Y. 


Did You Know That— 


The Empire State Mutual Life writes a special con- 
tract known as the Graphic Arts Sickness and Accident 
policy which is sold only to printers. This policy and 
the company have been recommended and endorsed 
by the Printing Trades Union. 
contract is not handled through brokers but directly 
by our Mr. Louis M. LaBounty, we are glad to say: 


Peter E. Tumblety, First Vice President 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


New York Office: 60 East 42nd Street 











public official bonds. 








“There are no circumstances, however 
unfortunate, that clever people do not 


extract some advantage from 


If you are all settled to listen to your favorite radio program and |'.. 
announcer says, “The facilities of this station for the next half hou:, 
have been purchased by Candidate Whozis,” don’t curse. Spend ti 
half hour listing candidates for public office who are prospects 
The time to solicit them is before, not after 
election. Generally, this is election year. 
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accident policies for wives. On a medi- 
cal reimbursement basis, it is the easiest 
type of sale we can make in this field. 
All you need is one human _ interest 
story.” 

Pays Tribute to Claim Men 


The claim factor is the most impor- 
tant in the A. & H. field, he said, be- 
cause: “Every claim paid by my com- 
pany or yours is a boost for A. & H. 
insurance generally. To illustrate, a 
client of mine was bitten by a bee last 
summer and the bite became infected. 
He spent two days in the hospital. It 
cost him about $100. When I told him 
he was covered under his accident 
policy he was delighted. The claim was 
paid and since that time there has 
hardly been a month during which some 
friend of his has not phoned me for in- 
surance, saying he had been recom- 
mended by my friend. From this one 
source I have about fourteen new ac- 
counts.” 

At this point Mr. Lane paid tribute 
to the claim adjusters of casualty and 
life companies, and particularly those 
who’ handle A. & H. claims. “Don’t 
undervalue these fellows,” he _ said. 
“Most of them are underpaid, and still, 
they build more good will for you than 
any othe: group of men with whom you 
come in contact... .” 

As to A. & H. as an opening wedge, 
Mr. Lane said that it leads to (1) life 
insurance, (2) other A. & H. policies, 
(3) other types of insurance, and (4) 
new clients. To back up this state- 
ment he gave case history on _ sales 
which he has closed in the past two 
years, all resulting from an initial A. & 
H. sale. In closing, he suggested that 
A. & H. be used “as your door opener” 
and that producers shou'd personally 
examine every renewal before it is 
mailed “to see if this would not be a 
good time to step up the coverage (and 
that always steps up the premium).” 


H. L. Plumley on Group A. & H. 
H. Ladd Plumley, the final speaker, 








Although this type of 








The Empire will be receptive to hearing from brokers 
or agents who would like to develop a similar type of 
policy for other trades. It’s a real opportunity to sell 
sound disability protection. 
at once with— 


If interested, get in touch 


Morgan O. Doolittle, President 








presented background information on 
the growing need for Group 
insurance. He emphasized that all pub- 
lic polls and private conversations over 
the past decade or two point in one di- 
rection—that people are interested in 
finding some way to provide by a pre- 
payment system those medical expenses 
which to them are catastrophic. Mr, 
Plumley is certain that an immediate 
over-all solution of this problem should 
not be supplied by Governmental 
means. 


The speaker put on the record that 
26,000,000 people are presently protected 
by Blue Cross hospital plans; that un- 
der Group accident and sickness plans 
only about 7,000,000 are insured, and 
that about 6,000,000 more are covered 
under individually underwritten policies. 
“Only half as many employes are cov- 
ered under weekly benefit plans today 
as are covered for Group life insur- 
ance,” he declared. “There is no ques- 
tion but what the employe desires the 
coverage. Our problem is to supply it.” 

A recent entry into the field of Group 
A. & H., the speaker continued, is poli- 
cies which provide reimbursement for 
doctor’s bills. “Probably a few million 
employes are covered at the present 
time under insurance company plans, 
contrasted with about 10,000,000 which 
are covered under plans organized by 
meaical societies. Mr. Plumley then 
said: 

“Perhaps the important thing is to 
recapitulate the coverage that is being 
offered. It is replacement for lost wage 
in the form of a weekly benefit, indem- 
nity for hospital care, plus indemnity for 
the surgeon’s operative fee, and in ad- 
dition thereto, allowances made for doc- 
tor’s calls. This is indeed a widespread 
and useful program.” 


A Challenging Opportunity 


In closing the speaker declared that 
the insurance companies as one repre- 
sentative of the voluntary agencies in 
this country, have the makings of an 
adequate solution to the problem ol 
how people can best meet the cost ol 
medical care. Declaring that it was botli 
a challenge and an opportunity, Mr. 
Plumley urged that the private com- 
panies should try in the next five years 
to triple the number of individuals pro- 
tected against the costs incident to dis- 
abling illness by means of insurance 
company provisions. He was not ul- 
mindful of the fact that in the last five 
years the companies “have accomplished 
a remarkable production record.” 

David B. Fluegelman, CLU, of North- 
western Mutual Life, past president 0! 
the Life Underwriters Association 0! 
New York, NALU trustee, and president 
of the state association, was one of the 
distinguished agents attending this meet- 
ing. Introduced by Chairman Polliemus 
he said he was glad to be present “to 
learn something about the A. & H. bus- 
iness.” President Smith closed the 
meeting on a note of cordiality, express 
ing the club’s appreciation to the speak- 
ers. 
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FORM NEW CASUALTY COMPANY 





Dominey and Dilbeck, Atlanta Agents, 
Are Trustees; 30 Georgia Business 
Men at Organization Meeting 
D. D. Dominey and J. Austin Dil- 
beck, who operate an insurance agency 
at A‘lanta, are leaders in the organiza- 
tion of a casualty company at Atlanta, 
to be called the Casualty & Surety Co. 
Capiial stock will be $300,000. 
Th sty Georgia business men, many 
of them insurance agents, attended the 
prez. ization meeting and_ subscribed 
app! <imately two-thirds of the capital 


stoct. Messrs. Dominey and Dilbeck 
were elected trustees and John Duna- 
way was named attorney. Plans were 


made to obtain a charter and papers 
of incorporation in time for the new 
company to begin business January 1. 
Insurance Commissioner Zach Cravey 
welcomed the new company to the fie!d, 
pointing out that whereas there are 
now several local fire and life insur- 
ance companies, there is at present no 
Georgia company in the casualty field. 





Surety Association 
(Continued from Page 25) 


a voluntary association organized in 
1908 to encourage the development of 
forms and coverages for fidelity, surety 
and forgery bonds; to provide a forum 
for the discussion of problems of com- 
mon interest to its members, and to 
formulate principles, standards and 
methods for the efficient operation of 
the business of corporate suretyship. 


Towner Bureau History 
The Towner Rating Bureau was 
formed in 1909 as a rating organiza- 
tion and was incorporated in 1938. 
Rutherford H. Towner was its founder. 
Since its establishment it has operated 
as a rate making body for fidelity, 
surety, guaranty and forgery lines on 
a nationwide basis. It has been recog- 
nized by state supervisory authorities 


ELLIS SCHMIDT’S NEW POST 


Named Resident V. P. in California of 
Continental Cos.; Move Linked With 
Opening of Service Offices 

Ellis P. Schmidt has been appointed 
resident vice president in California of 
the Continental Casualty, Continental 
Assurance, Transportation Insurance and 
the casualty and surety departments of 
the National Casualty, Roy Tuchbreiter, 
president of the Continental Companies, 
recently announced. 

New executive offices for these com- 
panies in California have been opened 
in Los Angeles and an additional service 
branch will soon be opened in San 
Francisco. 

This move, Mr. Tuchbreiter explained, 
is taken in line with the companies’ prac- 
tice of opening service offices for the 
aggressive development of business. The 
step will in no way interfere, he said, 
with the California Agencies, Inc., which 
will continue to represent the Continen- 
tal Companies in California. 

Mr. Tuchbreiter also disclosed that 
Continental Casualty expects to do a 
$62,000,000 premium volume this year, of 
which $35,000,000 will be from accident 





and Federal agencies as the official rate 
making organization for a large seg- 
ment of companies writing such cover- 
ages. 

At the October 23 meeting of the 
Surety Association of America, the 
New England Casualty Insurance Co., 
Springfield, Mass.; Ocean Accident & 
Guarantee Corp., New York, and the 
United National Indemnity Co., Hart- 
ford, were elected to membership in 
the association. Recently the Employers 
Insurance Co. of Alabama, Birming- 
ham, also joined the association. The 
addition of these four companies brings 
the membership to a total of fifty com- 


panies. 

The operating staffs of the associa- 
tion and the bureau have been con- 
tinued in the new organization. 





25 GOOD REASONS 
Why "Combined" Is the Deal 
of Today and Tomorrow 


|. A ‘Selective’? Hospital Expense policy that 
covers your policyholders for 30 days, 100 days, 
days a year for any one cause, with $25, 
and $100 incidental expenses respectively . . . 
includes Maternity, Emergency Accident Expense 
and 15 days Grace Pcriod. 





2. The same policy rated for Family Group. 


3. SURGICAL CARE, either $150 or $250 
maximum can be added by rider. 


4. MEDICAL CARE, covering 
medical treatment at home, in the 
in the doetor’s office, can be 


non-operative 
hospital, or 
added by rider. 


5. POLIOMYELITIS coverage, providing excess 
cots of medical care for ‘‘Infantile Paralysis’ up 
to $1,000 or $2,000 can be added by rider. 


6. LOSS OF TIME... INCOME oe 
either occupational - or non-oecupational . . 
can be added by rider. 


7. Income policies that provide the 
prospects need without ‘‘frills’ 
your prospects want Death and Dismemberment, 
and Hospital Expense coverage, they can be 
added to the basie Income policies by rider. 


protection 
if 


8. A Lifetime 


Income policy that meets all of 
yo prospects’ 


requirements. 
1, A “Mod rn Five and Five’ . . five years 
ness and five years accident coverage . .. to 
I the demands of price-buyers. 
19 ‘ ‘ ‘ 
9. A ‘Special’ Income policy, especially de- 
d for senior ages and housewives, that pro- 
5 years accident and 12 months sickness 
munity, 


25. ‘Combined’? offers the deal of ‘“‘today 
designed to meet the requirements of the prote 
coverage in claim-paying reputation. 


Combined’ 
ind at highér commission rates. 








agents are better satisfied because 
A few excellent territories still are 


'1. An ‘‘Employees Non-Occupational’’ policy 
that is especially designed for Franchise cases. 


12, A ‘‘Paymaster’’ policy providing 2 
years accident and 1 year sickness inde mnity ... 
also designed for Franchise selling. 





13. A “Civil Employees’? especially designed 
for municipal, county, state and federal employees. 
_ 14. MATERNITY coverage included in every 
income policy, because every income policy is rated 
for women prospects. 

15. Accidental Death and Dismemberment can 
be added to any Income policy by rider. 


16. Hospital Expense Protection can be 
to any Income policy by rider. 


added 
17. Surgical Care can be added to any Income 
policy by rider. 


18. Medical Care can be added to any Income 
policy by rider. 


19. Poliomyelitis (Infantile Paralysis) 
ean be added to any Income policy by rider 


coverage 


20. Non-Confining sickness benefits can be ex- 
tended to 3 months full rate by rider. 


21. Non-Contining sickness benefits can be ex- 
tended to 12 months half rate by rider. 

22. Non-Confining sickness benefits can be ex- 
tended to 12 months full rate by rider. 

23. All “‘Combined’’ 
lective Hospital 
Grace Period. 


Income Protection and Se- 
Expense policies have a 15-day 


24. All “‘Combined’’ Income Protection and 
Selective Hospital Expense policies are especially 
rated for franchise cases. 


“‘Combined’’ policies are 
in rates... in 


and tomorrow’’ because 
ction-purchasing public 


they can offer better protection for less money, 
available. 


Chicago 40, Illinois 


W. Clement Stone, President 











and health lines. As a result of the com- 
pany’s recent financing, the capital sur- 
plus and contingency funds now total 
$26,000,000, he said. 

Mr. Schmidt will give much of his 
personal attention to the development 
of fidelity and surety business, because 
of his experience in these fields. He also 
will have executive supervision over the 
development of life as well as specialty 
accident lines such as aviation, franchise 
and group. 

Mr. Schmidt started in the insurance 
business as a special agent for the Fidel- 
ity & Deposit in 1928, and was named 
manager of its Chicago office in 1942. 
He left that position to join the Conti- 
ental Casualty. 





NEW BOOK ON EMBEZZLEMENTS 
A. E. Keller, CPA, Author, Gives Factual 


Data on an Alarming Trend; In- 
ternal Control Recommended 

A timely book has reecntly been 
pulbished on “Embezzlement and In- 
ternal Control,” author of 
Albert E. Keller, CPA, whose auditing 
and business experience extends 
many diversified kinds of corporations 
and associations throughout the U. §. 
A. and adjacent countries. 
is Warner-Arms Publishing Co., Wash- 
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into 
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protection. 


they want and need. 


Manufacturers office. 









CASUALTY * 


Im @ Depressing Statistic 


I represent the 93.3% of America’s homeowners 
who carry no personal liability insurance. Every 
one of us is a potential defendant in a ruinous 
damage suit—yet has absolutely no insurance 


If I were an Insurance Producer, I’d make it 
my business to sell that 93.3% on Manufacturers 
Comprehensive Personal Liability policy. For 
Manufacturers simplified, Five-in-One Policy 
offers the complete yet inexpensive protection 


Manufacturers will be glad to give you full 
details. Just write, call or visit your nearest 


Casualty Insurance Co. + Fire Insurance Co. 
1617 Pennsylvania Boulevard 
PHILADELPHIA, PA. 


W. STANLEY KITE, President 


BONDS * 


ington, D. C., and the book retails at 
$3 a copy. 

“Embezzlement and Internal Con- 
trol,” written in non-technical language, 
is viewed with particular interest be- 
cause of the post-war trend toward 
embezzlement of large sums of money 
which, currently, are making newspaper 
headlines. Author Keller describes ac- 
tual embezzlement cases in which corp- 
Orations and associations have been 
victimized out of thousands of dollars 
by officials, partners and employes 
through the manipulation of financial 
books, records, bank accounts, etc. He 
stresses that the $300,000,000 losses suf- 
fered through embezzlements year after 
year are a staggering drain on in- 
dustry’s capital and profits. 

One of the most valuable features 
of the book is the author’s description 
of protective accounting, office proce- 
dures and other methods which can 
be installed for the prevention or early 
detection of such thefts. He notes that 
“many corporations are finding it more 
and more advantageous to maintain an 
internal audit department for the pur- 
pose of conducting continuous detailed 
audits of their current business trans- 
actions throughout the entire year, and 
he says that aside from strictly auditing 
functions such a department “can be 
of considerable aid to the management 
in serving as a liaison between head- 
quarters and the various branch offices.” 
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McConnell Says Self-Interest Moves 
Opposing Rating Law Philosophies 


Comments coming from people who re- 
turned from the recent annual meeting of 
the Insurance Section of the American Bar 
Association at Cleveland about the address 
of F. 
Pacific Employers Insurance Co., led The 
Eastern Underwriter to seek a copy of 
his paper. Mr. McConnell’s subject was: 
“Insurance Rate Regulation and Free 
Enterprise.” He opposed the All-Industry 
bill and upheld the legislation enacted in 
California. 

Mr. McConnell said that after the Su- 
preme Court of the United States handed 
down in its decision in the South-Eastern 
Underwriters Association case declar- 
ing insurance to be interstate com- 
merce, it was immediately clear that in its 
natural growth during the fifty-four years 
which had intervened between enactment 
of the Sherman Anti-Trust Act and the 
handing down of that decision, with re- 
peated reassurances by decisions of the 
Supreme Court that Federal anti-trust acts 
were not applicable to it, the insurance 
business had developed in its basic struc- 
ture practices which were in violation of 
these laws. 

He said it also became apparent that 
“the problems presented were not of a 
kind that affected only the insurance 
business as a severable segment of the 
national economy.” 


Actuated by Self-Interest 

The speaker said it would serve no pur- 
pose to discuss the laws proposed to or en- 
acted by the states for the regulation of 
rates under Public Law 15; that there 
were self-interest actuating opposing view- 
points. However, he conceded the good 
faith of proponents of widely diverging 
principles in his analysis of the basic dif- 
ferences in the two opposing philosophies 
as embodied in the All-Industry bills and 
the bill passed in California. 

“The basic philosophy of the All-In- 
dustry bill.” he said, “is that it is neces- 
sary that the insurance business retain and 
continue many practices which are ad- 
mittedly in violation of the concept of 
free and open competition declared in the 
Federal anti-trust laws and that it is not 
only desirable but imperative that legisla- 
tion by Congress and the state legislatures 
should authorize and protect such practices. 

“The basic philosophy of the California 
bill is that these Federal statutes are based 
upon a public policy of free and open com- 
petition which cannot, and indeed, should 
not be changed, and that the insurance 
business can and must operate within, and 
not in violation of that principle. 


Consistent With Philosophy 

“Consistent with its basic philosophy, the 
All-Industry bill provides that all insurers, 
either individually or in groups through 
boards and bureaus, shall file their rates 
with the State Insurance Commissioner and 
obtain his approval as a condition to their 
use. The underlying theory is, of course, 
that actions sanctioned, and in some degree 
compelled, by state law are immune from 
prosecution under Federal laws because of 
Public Law 15.” 

Mr. McConnell expressed the opinion 
that the Al-Industry bill is impractical, 
giving his reasons as follows: 

“1, Insurance rates are not and cannot 
be made by a mere logical use of statistics. 

“2. Even if it were conceded that in- 
surance rates could thus be made by mathe- 
matical logic the resulting rates would be 
only the pure premium rates to which 
there necessarily must be added a variable 
to represent operating expenses and profits. 

“3. The fact that there is necessarily 
such a variable in insurance rates estab- 
lishes the further fact that the variable 
will differ with each insurer, not only 
according to its kind (stock, mutual or 
reciprocal) but also according to the 
amounts of commissions, if any, the insurer 
pays to its agents and brokers; the amount 
of profit it seeks to make and the effi- 
ciency of its management. 

“4. Inasmuch as the variable is an ele- 


B. McConnell, vice president of the 


ment of the gross rate it follows that the 
amount of both the variable and the rate 
are controlled by human judgment which 
must necessarily differ among individuals 
even of equal wisdom and good faith. 

“5. Where a rate filed with an Insurance 
Commissioner for his approval includes 
factors determined from the judgment, that 
is, the opinion of the insurer or bureau 
filing it, it is certain that in considering 
whether or not to approve it the Com- 
missioner must also use his judgment which 
may or may not be in accord with that of 
the filer. 

“6. In view of the legal difficulty of 
establishing in court that an administrative 
officer vested with discretion has abused 
that authority it follows that unless insur- 
ance rates are made by mathematical logic 
which would operate with equal and uni- 
form force upon both underwriter and In- 
surance Commissioner, a statute requiring 
an Insurance Commissioner to approve a 
rate actually has the effect of authorizing 
him to fix the rate.” 


Questions Legal Necessity 

Mr. McConnell’s final question with re- 
spect to the All-Industry bill was: “Is 
there any legal necessity for the insurance 
business to be subjected to an absolute 
bureaucratic dictatorship under which the 
very life of the business and all of its 
practices are subject to the directives of 
Commissioners ?” 

With respect to the California law, Mr. 
McConnell said it recognizes that rating 
organizations, boards and bureaus are a 
vital and necessary part of the insurance 


business and it is in the public interest that 
they continue to operate as private free 
enterprises and that the rates promulgated 
by a rating organization will have a strong 
persuasive effect upon the judgment of in- 
surers. The California legislation also, he 
said, provides effectual safeguards with re- 
spect to activities in concert by prohibiting 
agreements to adhere, by providing for 
periodical examinations of insurers and rat- 
ing organizations and by expressly stating 
the standards to be folowed by the Insur- 
ance Commissioner. 


Mr. McConnell criticized the mandate 
carried in the All-Industry bill that rates 
shall not be “excessive” or “inadequate,” 
and said that it provides no definitions for 
“these 'nebulous terms.” He reiterated his 
opinion that experience has proved that 
governmental fixing of a rate which is 
neither too high nor too low, means a 
uniform rate, and said: “If you doubt that 
the resulting uniform rate is at the high 
level, you have only to compare the high 
governmentally dictated rates in New York 
State with the lower rates in California 
which have resulted from free comptition 
there.” 

Praises California Law 


Mr. McConnell held that the California 
measure is an improvement over the AIll- 
Industry bill in that it provides that rates 
shall not be excessive or inadequate and 
“defines and delimits the grounds upon 
which the Insurance Commissioner may 
exercise his powers to disapprove rates as 
violating the standards just mentioned.” 

The speaker quoted the definition and 
delimitation provision of the California 
statute and said: 

“T believe we will all acknowledge that 
power should be withheld from the hands 
of administrative officials, unless that power 
is in the public interest. I assert that it is 
not only the fact, but it has been a basic 


























All innocent sources of claims 


. . If your insureds have any: 
of these—then they need the 
Central Surety 


Individual 
COMPREHENSIVE 
Liability Policy 


Written in most states in Combi- 
nation with Automobile Insurance. 
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RETIRE FROM TRAVELERS 





Arthur C. Senives and H. W. Trafford 


Were Assistant Comptrollers Long 
With the Organizatio), 

The Travelers Insurance © panic 
announces the retirement of t; assist- 
ant comptrollers. -They are thur C 
Squires, who had general supe ision of 
the comptrollers department i) (ireate; 
New York, including Brooklyn |», New. 


ark, with headquarters in For. -secon¢ 
Street, and Herbert W. Trati iid, who 
has been in the home office, | Jartford 
since 1914. ; 

Mr. Squires joined the con 


Tpamies in 
March, 1907, as a payroll auditor at the 
old Madison Square branch. |) 1908 he 
was promoted to branch audit: and * 


1916 became assistant comptroller. Prior 
to joining Travelers, he was with the 


Fidelity & Casualty in New York. Born 
and educated in Brooklyn he has spent 
his entire business career in New York 


Mr. Trafford is a native of Richmond 
Va. He joined the Travelers in March, 
1911, and came to the home office, In 
1913 he was made cashier at Newark and 
the following year he returned to the - 
home office as a travelling auditor, He 
was made an assistant comptroller jn 
1921. Since then he has handled yarj- 
ous affairs with the comptrollers depart- 
ment. 





element of American thinking jor decades, 
that control of prices can most effectively 
be maintained by the forces of free and 
open competition. If that be present, there 
is no need for bureaucratic control of a 
price.” 

Reverting to his original theory that 
self-interest has influenced the proponents 
of the two philosophies, he said that the 
proponents of the All-Industry philosophy 
know from experience that strict regula- 
tion as provided in the bill results in prac- 
tical uniformity of rates and_ that, not- 
withstanding “deviations,” the fact is that 
under such laws, “companies which want 
to act independently are unable to obtain 
the permission of the Insurance Commis- 
s‘oners to do so.” 

The self-interest of independent com- 
panies opposing the All-Industry bill, he 
said, “has been their desire to obtain or 
retain freedom with respect to competitive 
rates and practices.” 

In the inception of the controversary, 
he ,continued, Insurance Commissioners al- 
most without exception endorsed the All- 
Industry bills, “The self-interest actuating 
this attitude is apparent,” he said. “Under 
strict rate regulation insurers surrender 
their freedom to the Insurance Commis- 
sioner. Whether in administering such a 
law the Insurance Commissioner acts with 
the maximum of independence permissable 
under the circumstances or merely as 4 
rubber stamp for boards and bureaus, the 
result is one that is gratifying to some ad- 
ministrative officers. The All-Industry hill 
gives to the Insurance Commissioner un- 
necessary and undefined discretionary 
power. This is the danger which has 
been eliminated by the provisions of the 
California bill. 

‘Tt is to the credit of some Insurance 
Commissioners and some companies who 
originally endorsed the All-Industry_ bill 
that they later withdrew their support and 


became advocates of the philosopiiy of the 
California bill. 

“Tt seems clear to me that tlie events 
we have reviewed are of ‘historical im- 
portance’ and that we have progressed no 
further than the midst of the controvers 


during the brief period of three years. | 

“Tt is my opinion, hope and prediction 
that in the evolution of the coniroversy 
the soundness of the principles ©! the 


California bill will become generals recog: 
nized. 

“As lawyers, our interest in t!'s clas! 
of philosophies should not be 1al_ of 
latent, and as insurance lawyers rtainly 
the welfare of that business is ©{ vita 
importance to us. But, aside trom any 
selfish interest resulting from _ pro- 
fessional endeavors, we, as ericans, 
should always oppose attempts ‘°_ place 
American business in the strait jacket 
of governmental control and shoul defen¢ 


the vigorous and forthright principles 
which made America great.” 
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A PROPHECY 
FULFILLED 


F George Washington had won the hand 

of the lovely Mary Philipse, it might, in 
the words of one historian, “have changed 
the destiny of the Philipse family for the 
better or that of the Colonies for the worse.” 
Until the Revolution, however, the Philipse 
family fared very well indeed. As early as 
1678 Frederick Philipse, the first lord of the 
Manor, was said to be the richest man in New 
Amsterdam and had also acquired extensive 





The scene of Mary's elaborate wedding to Roger Morris 
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properties out of town over 
which a Royal Charter gave 
him full manorial rights. On 
one of his estates, in 1682, he 
erected the original Philipse 
Manor Hall 
which is incorpo- 
rated in the pres- 
ent structure. 

A man of cul- 
ture and educa- 
tion, the second 
Frederick, who succeeded to 
the title upon the death of his 
grandfather, played a promi- 
nent part in the affairs of the 
community. It was he who in 
1745 enlarged the manor 
house to three times its original size. His 
two daughters, Mary and Susannah, made 
the house a mecca for many of the gallants 
of the day. 

It was during the regime of the third and 
last Frederick that his sister, the beautiful 
Mary Philipse, met Washington. Whether 
he was actually a suitor is not certain, but 
a century later her grand-nephew declared 
that if the dominant Mary had become 
Washington’s wife she 
would have prevented his 
leadership of the American 
cause. Whatever Washing- 
ton’s aspirations may have 
been, it was Roger Morris 
whom Mary chose from 
among her many admirers. 
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Mary Philipse 


AUTOMOBILE e 


The Presidential portraits here are only excelled by those in the Capitol at Washingtor 


A legend relates that during the brilliant 
wedding festivities a tall blanketed Indian 
appeared in the doorway and is supposed 
to have intoned, “Your possessions shall 
pass from you when the Eagle shall despoil 
the Lion of his mane.” 

For years Mary pondered 
this strange prophecy, but its 
meaning was not revealed un- 
til the Revolution when, like 
many other loyalists, the 
Philipse family and their con- 
nections were virtually ban- 
ished. The American Eagle 
had despoiled the British Lion 
of its Colonial possessions. 

Thereafter the Manor Hall 
belonged to a succession of 
private owners until it was sold to the city 
of Yonkers in 1868. Used as the City Hall 
for some years, it is now under the joint 
custody of the New York State Department 
of Education and the American Scenic and 
Historic Preservation Society. 

The Home, through its agents and brok- 
ers, is America’s leading insurance protector 
of American Homes and the Homes of 
American Industry. 


*« THE HOME « 


MARINE 






















Heading for Sunshine... . 


Today, as I leave this office for the last time, my wife and I step confi- 

dently ahead into sunshine . . . sunshine which will ripen fully the fruits 

of all these years. Today, we start a new and better life .. . while we 

can still enjoy it fully. Today, for the first time, I realize how right I was 

to set aside a portion of my income for the retirement plan which is now 
»» 


our ‘ticket to independent sunset years’. 
> + 7 7 

Of all things which can be bought and sold—independence for retirement 

is most universally desired. This is part of the stock in trade in life insur- 

ance underwriting . . . a business unsurpassed for deep personal grati- 


fication and steady growth toward success. 


AATNA LIFE INSURANCE COMPANY 


Affiliates: 


Etna Casualty and Su. ty Company 


Automobile Insurance Company + Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 
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